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HIGH 
LIMIT? 


Why sure, there’s practically no 
limit to the versatility of Union 
Mutual sickness and accident poli- 
cies. As proof we offer the newest 
addition to a long list — Our 

MAJOR MEDICAL 
EXPENSE POLICY 

It’s designed to ease your clients 
down smoothly when serious acci- 
dent or illness strikes. 





Here's what it offers them: 


1. 80% payment of medical ex- 
penses above $500. 


2. Payment of medical bills for any 
one condition for as long as two 
years or until within the two-year 
period a total of $7,500 has been 
paid. 

. Protection of ownership — The 
company cannot cancel, refuse to 
renew, or add a restrictive rider Here’s what it covers 


to the contract prior to its ter- ; 
mination at age 65. 1. Medical treatment 


. Protection of premium rate — 2. Surgical treatment 
The company cannot increase the 3. Prescribed medicines 
premium rate unless it becomes or medical supplies 
necessary to make a general rate & Vieenitel vebenand 
increase for all insureds in the . P 

, board 
classification concerned. 


Coverage available several ways 
— Man alone, woman alone, 
family (including husband, wife 6. Full-time private duty 
and children, if any, or one par- nurse OF nurses 

ent and children). 





5. Hospital services and 
supplies 
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OF GROUP COVERAGES 
DOES STATE MUTUAL OFFER? 


We can answer that best by saying, “You name it, we 
have it.” Our 26 basic coverages include every recog- 
nized form of group insurance. This permits our field 
representatives to offer the broadest possible life-casual- 
ty-retirement package that an employer, union, or assoct- 
ation of employers may want to make available. 


You and your group prospect will be pleased with 
State Mutual’s service, whether the plan is for 10 em- 
ployees or for a national organization. 


Why not consult your nearest State Mutual agency on 
your next group case? We guarantee you'll be im- 
pressed with their know-how and efficiency. 


STATE:-MUTWAL- LIFE 
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OF WORCESTER. noe \rompany 














Half a million 
dollars paid 
out every 
working day to 
policyholders, 
beneficiaries, 
and 
annuitants 

of the 

SUN LIFE 
ASSURANCE 
COMPANY 

OF CANADA 

















Family Income with a 
“Christmas Bonus” 


All family income plans pay the beneficiary a regular 
monthly income. But . . . in addition . . . Jefferson Stand- 
ard makes an extra payment each Christmas Season. 
Guaranteeing 212 % on policies currently issued, Jeffer- 
son Standard has never paid less than 4% on proceeds 








left on deposit to provide income. Extra Christmas in- 
come, provided by additional interest, is another BIG 
PLUS enjoyed by Jefferson Standard’s Mr. 4%. 


Jefierson \tandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
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Halt Federal Trend 
Toward Usurpation, 
Lowell Mason Urges 


Defend the Barrier Here 
and Now in Insurance, Is 


FTC Members Advice 


“If the federal pattern of usurping 
states’ responsibilities is to be stayed 
at all, perhaps the 
barrier had better 
be defended here 


and now in the 
field of insur- 
ance,” Lowell B. 


Mason, member of 
the Federal Trade 
Commission, de- 
clared in his talk 
at the luncheon of 
the Legal Section 
of the American 
Life Convention 
during the ALC 
annual meeting at Chicago. 

“How much and what kind of role 
shall the federal government take in 
the management of people’s lives?” he 
asked. “How can we_.distinguish be- 
tween liberty and tyranny when to- 
day’s tyranny is so obscured? 

“Lest you put down my remarks as 
the kind of general observations that 
make up a jolly but harmless after- 
luncheon talk, may I ask you: ‘Who 
will point up the tyrannies that creep 
bit by bit into our administrative de- 
cisions, unless men well versed in the 
law speak out?” 

Indicating why insurance is a good 
field for pushing back federal en- 
croachment, Mr. Mason said: 

“Here and now Congress has spoken 
in favor of state responsibility. 

“Here and now the states have filled 
the vacuum created by the Southeast- 
ern Underwriters decision and public 
law 15 by enacting their own state un- 
fair practice acts. 

“Here and now the Federal Trade 
Commission has thrown the gauntlet 
of federal supremacy into the face of 
the insurance industry. 

“This is a serious business. 

“Those federal trade commissioners 
who comprised the majority are all 
able, competent lawyers of vast expe- 
rience. Sworn to uphold the statutes of 
the United States, regardless of 
whether they endorsed the wisdom of 
the congressional acts, they honestly 
differ with Judge Gwynne and myself 
as to what public law 15 means. 

“You may not like what they say 
any more than the ore likes the assay- 
er’s fire, but in a way, the insurance 
world owes them this debt of grati- 
tude. Their order makes it possible to 
determine once and for all the parti- 
cular jurisdictional question involved. 
And as I look at the facts in the Amer- 





L. B. Mason 










Ican Hospital case, I think you must 

Concede the commission has been more 

than generous in the kind of case it 

has put in the ring for you to do battle 

with, 

“Yes, I know the 41 complaints the 
(CONTINUED ON PAGE 8) 





St. Louis Newspaper Continues Stories 
on ‘Steep Prices’ for Illinois License 


The St. Louis Post-Dispatch, for the 
third week, continued its almost daily 
series of articles on the connection be- 
tween George S. Barrett, Chicago at- 
orney and former Illinois attorney- 
general and the Illinois insurance de- 
partment. 

Through examination of annual 
statements filed with the Illinois de- 
partment and interviews with compa- 
ny officials, the Post-Dispatch has 
shown that the Barrett firm has re- 
ceived thousands of dollars “in legal 
fees from insurance companies, most 
of them out-of-state firms, seeking li- 
censes to do business in Illinois.” 

Among the firms added to those 
which the paper said paid Barrett to 
handle their applications for licenses 
were Industrial Indemnity of San 
Francisco, American Security of At- 
lanta, Government Personnel Mutual 
Life of San Antonio, United of Chicago 
and Holland-America of Kansas City. 

Charles V. Parham, secretary of 
American Security, told the Post-Dis- 
patch that arrangements for hiring 
Barrett were made by Stanley B. Ash- 
ley, the company’s executive vice- 
president, who called on Barrett in his 
Chicago law office. He said the deci- 
sion to hire Barrett was made after 
there was some delay in getting the 
company’s application approved and 
that Barrett had been recommended 
as the man to get by “several insur- 
ance men in other states.”” He added 
that “there was nothing unusual in 
engaging a local attorney to handle 
the matter after complications arose, 
but the significant thing in the Illinois 
matter was that it seems Barrett was 
the only man one was supposed to 
hire.” Mr. Ashley said Barrett’s fee 
“seemed steep,” but that he supposed 
it was the “going rate” in Illinois. The 
arrangements were on a_ contingent 
basis, he added, with no money to be 
paid unless the license was forthcom- 
ing within a reasonable time. Barrett 
named no specific price, other than to 
say that “the fee would not be more 
than $5,000,” Ashley said. 


Industrial Indemnity, which also 
paid $5,000 to Barrett, refused to dis- 
cuss any details of the matter. 

Midwestern United Life of Fort 
Wayne, said it obtained its license in 
Illinois without paying Barrett, but on- 
ly after hiring another lawyer. Phil 
Schwanz, president of Midwestern, 
said, ‘““We have never paid any money 
under the table to get in any state, and 
we're not ever going to.” Mr. Schwanz 
said his company waged a two-year 
campaign before it succeeded in get- 
ting an Illinois license. “We simply got 
no cooperation from the Illinois de- 
partment,” he said. “Our mail would 
go unanswered and there were other 
delays. It was common knowledge in 
insurance circles that Barrett was the 
man to see if the company wanted to 
get into Illinois. Barrett was not in 
when I called at his office and I talked 
to an associate. I asked if it was ne- 
cessary to pay a fee to get into Illinois. 
He said ‘No,’ but that the firm would 
be glad to represent me. He asked me 


to come in again and talk to Barrett. 
Mr. Schwanz said that Barrett later 
called him but they never discussed 
these situations. After the Barrett talk 
Mr. Schwanz said his firm employed 
another Chicago lawyer, James Cul- 
bertson, to handle the application. “We 
paid him $1,000 and he really earned 
it,” Mr. Schwanz said. “He had to fight 
to get us in the state and it took him 
about six months.” In most states, Mr. 
Schwanz said, it takes 30 to 60 days to 
get a license. “If it takes any longer 
they will tell you why, and give good 
reasons, but not in Illinois.” 

Peter Hennessy, president of Gov- 
ernment Personnel Mutual Life, said 
his firm hired Barrett on “advice of 
insurance friends in Illinois,” after 
hearing that Illinois was “slow” in act- 
ing upon applications. He declined to 
say how much Barrett was paid. 

Judge Richard B. Austin of Chicago, 
Democratic nominee for governor, in a 
campaign speech last week charged 
that Gov. Stratton has permitted a 
“fast shuffle” in the insurance depart- 
ment. He described the Post-Dispatch 
disclosures as “Scandal No. 5,” in IIl- 
linois government. He said Gov. Strat- 
ton had turned the insurance depart- 
ment over to “experts” including the 
most thoroughly repudiated attorney- 
general in the history of Illinois, the 
two Barrett brothers and Justin Mc- 
Carthy, director of insurance. 

Robert H. Oppenheimer, president of 
Holland-America of Kansas City, said 

(CONTINUED ON PAGE 7) 








Court Denies Appeal 
in N. Y. Suit To Win 
Reserves Under DBL 


New York court of appeals has re- 
fused to hear an appeal by the New 
York Hotel Trades Council & Hotel 
Assn. insurance fund and other group 
policyholders in their lawsuit against 
Prudential and 15 other life and cas- 
ualty insurers. 

The action was an attempt by the 
holders of policies issued under the 
New York state disability benefits law 
to reach reserves held by the defendant 
companies to meet assessments to re- 
plenish the special fund from which 
benefits for the sick unemployed are 
paid. It was alleged that these policy- 
holders were entitled to recover the 
amount of the excess of the reserves 
over the actual assessments. 

The action was brought against 16 
insurance companies about two years 
ago in New York state supreme court, 
where it was dismissed. The case was 
carried to the appellate division of su- 
preme court where the dismissal was 
upheld. 

The action by the court of appeals 
last week sustained the lower court’s 
decision upholding the right of the 
companies to retain these reserves, in- 
asmuch as the liability of the compa- 
nies to meet assessments is a continu- 
ing one. The percentage of reserves is 
established by state regulation. 
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Bank-Loan Sellers 
Rally to Fend Off 
Tax-Shelfer Loss 


N. Y. Group is Financing 
Full Study, Has Retained 
Washington Representative 


By ROBERT B. MITCHELL 


NEW YORK—Concerned lest abuses 
of the bank-loan plan of selling life 
insurance result in loss of the tax-de- 
ductibility feature, advocates of bank- 
loan sales are taking what they hope 
will be effective action to forestall 
pressure for the tightening of the in- 
ternal revenue laws or regulations that 
would place future programs in a less 
favorable position than is currently en- 
joyed by bank financed plans. 

Their concern was heightened by 
their failure to get National Assn. of 
Life Underwriters, at its recent annu- 
al meeting at Washington, to modify 
the part of the federal law and legisla- 
tion committee report expressing op- 
position to bank-loan life insurance. 

After failing to get the report amend- 
ed in the committee’s meeting or to 
obtain from the national council an 
adverse vote on the critical paragraphs, 
adherents of the bank-loan plan tried 
to get the new board of trustees to table 
the federal law and legislation com- 
mittee’s report or delete the two para- 
graphs criticizing bank loan plans and 
stating that restrictive legislation is 
imminent. The board considered delet- 
ing the paragraphs but found that un- 
der NALU by-laws it did not have the 
right to delete a portion of a report. 

It could table the report or reject or 
accept it in its entirety. In the latter 
event, it could append a comment dis- 
agreeing with the paragraphs critical 
of the bank loan plan but this was not 
done, the report being accepted in its 
original form by voice vote. 

Those who contend that there are 
many situations in which bank-loan 
life insurance serves a legitimate pur- 
pose discount the acceptance by the 
board of the report without appending 
any adverse comment as reflecting 
anything like general opposition to 
bank-loan plans among the members 
of NALU, since there was quite a sub- 
stantial minority of the national coun- 
cil that favored modifying the federal 
law and legislation report’s blanket 
disapproval of bank-loan plans. a 

Gustave Simons, New York attorney 
and chairman of the New York City 
Life Underwriters Assn.’s federal law 
and legislation committee, but speak- 
ing as one of the leaders of a group 
organized to study and support the 
present tax treatment of plans deemed 
to be proper, said he believes the action 
of the trustees in accepting the report 
without adverse comment on the two 
critical paragraphs must have been due 
to a desire to avoid overriding the com- 
mittee on a point of prime importance 
to Gerard S. Brown, Penn Mutual, Chi- 
cago, at that time chairman of the 
committee. (He has just been succeed- 

(CONTINUED ON PAGE 11) 
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High Taxes on Life. . 
Insurance Can Harm . 
Government: Clark . 


“If life insurance, through high 
taxes, becomes less attractive to our 





Cc. W. Wyatt P. F. Clark 


citizens, we will fail in our efforts to 
increase the funds of private savings 
so essential to our economy,” Presi- 
dent Paul F. Clark declared at the four- 
day annual John Hancock Agency 
Leaders’ meeting at Lake Placid, N. Y. 

“If this happens it will mean an in- 
creased burden on government—fed- 
eral, state and local—and life insur- 
ance has always been instrumental in 
reducing this load,’ Mr. Clark stated. 
“It is our responsibility, and I trust 
that we may count on your help, when 
needed, to see that Congress gets the 
message of the effect of federal taxa- 
tion on the policyholder.” 

Another vital issue in recent years 
has been the increasing need for in- 
surance against loss of income and the 
cost of medical care, he said. Han- 
cock’s entry into the personal health 
insurance field reflects appreciation of 
this need. 

Mr. Clark said modern selling tech- 
niques include organized sales presen- 
tations, direct mail, intelligent use of 
the telephone, personal records which 
help the agent work more effectively, 
and good policyholder and public re- 
lations. Education opens new vistas 
and furnishes positive forces for per- 
sonal growth and progress. 

“If you accept the two forces that 
are ever with us in our business— 
growth and change—each of you by 
necessity must also accept the chal- 
lenge and responsibility of individual 
growth to meet changing conditions— 
better prepared to furnish more skill- 
ful, more dedicated, more inspired ser- 
vice to our policyholders and pros- 
pects,” he said. 

Agents selling 10-24 group plans 
will find that employers are attentive 
listeners when they discuss ways of 
improving their competitive position 
in the labor market, Clarence W. Wy- 
att, group vice-president, pointed out. 

Stressing that it is not necessary for 
an agent to limit his prospecting to 
businesses with which he has an exist- 
ing personal contract, Mr. Wyatt said 
a recent cross-section survey of John 
Hancock 10-24 business showed that 
50% of the cases were closed as a result 
of cold canvass. Personal friendship 
between the agents and the heads of 
the business existed in only 12% of the 
cases. Another survey showed that 
46% of the cases resulted from cold 
canvass and calling on firms where 
the agent- was a customer. Twenty- 
six percent resulted from calls on 
business executives who also were 
policyholders. 

Pointing out that it is not the pur- 
pose of group life. to completely care 
for the needs of an individual, Mr. 
Wyatt said that in most cases group 





life forms a protective base upon 
which the individual—aided by his 
agent—can build a framework of more 
adequate insurance protection. 

Willis E. Davis, Louisville, was des- 
ignated leading agent for ranking first 
in total volume and total ordinary vol- 
ume in 1955-56. Hillard E. Morrison, 
Washington, sold the greatest number 
of individual policies. Emerson Carey 
III, Denver, led in total premiums. 
John D. Howell, New York City, led 
in ordinary premiums. 

Mrs. Charles E. Edwards, Dallas, 
wife of a veteran agent, and Mrs. F. 
Richard Griffith, Buffalo, wife of a 
new agent, told how wives can help 
their husbands become _ successful 
agents. Mrs. Edwards, who has made 
it a point to have a good general 
knowledge of the life insurance busi- 
ness, described how she and her hus- 
band early each morning go over the 
calls he will make that day. They try 
to develop an idea that will carry 
the most appeal to the prospect. In 
the evening, if an open-and-shut case 
was lost, they analyze each phase of 
the interview. 

Mrs. Griffith suggested barring 
from the evening’s conversation any 
discussion of the irritations of the day 
or of the odd jobs that need to be done 
around the house. She sees that her 
husband gets ample rest and a proper 
diet. She makes sure the family car is 
available for his business during the 
week because his time is valuable. 

A guest speaker was Mrs. Catherine 
Marshall, author of the _ best-seller, 
A Man Called Peter, whose talk was 
entitled “Dreaming Big Dreams. 

Other speakers were Solomon S. 
Huebner, president emeritus of Amer- 
ican College; R. Radcliffe Massey, gen- 
eral agency vice-president; and Ed- 
mund Zalinski, vice-president. 

Vice-president Ross E. Moyer and 
members of his staff presented an out- 
line of the underwriting department 
operations. This was in line with a 
program to better acquaint agents 
with home office functions. 

Sixty-four million-dollar producers 
were introduced. Some discussed the 
techniques which put them in that 
bracket this year. Agents described 
the best sales and claims experiences 
of the year. Seminars were held on 
sales leads and business insurance. 

Robert B. Pitcher, general agent at 
Boston, discussed the growing uses of 
employe consultation services. Guy L. 
Foster, Manchester, N. Y., presided at 
the general agents’ business meeting. 

William A. Arnold II, general agent 
in New York City, was program chair- 
man for the meeting, which was at- 
tended hy a record number of agents. 


Phoenix Mutual Lite 
To Enter Group Field 


Phoenix Mutual Life will enter the 
group field early next year with a pol- 
icy designed to businesses employing 
as few as 10 persons. As much as $10,- 
000 will be written on an individual 
without evidence of insurability. 

Waiver of premium in event of dis- 
ability is automatically included in the 
plan. Optional features, which may. be 
added, include accidental death and 
dismemberment and weekly indemnity 
in event of accident or sickness. Pre- 
miums may be paid by the employer 
or be on a contributory basis. 

President B. L. Holland noted this is 
the second new major expansion. The 
company entered the A&S field with 
a major policy early this month. 








_ Union Labor Life has been licensed 
in Oregon, bringing to’ 21 states plus 
District of Columbia in which the com- 
pany is admitted to do business. 





Pru Writes Group 
Retirement Plan 
on Chrysler Corp. 


Prudential has underwritten a 
group retirement income contract cov- 
ering more than 4,500 salaried em- 
ployes of Chrysler Corp. Calling for 
an initial annual premium of more 
than $3 million, it is the largest group 
retirement income contract yet written 
by Prudential. 

The national consulting firm of Os- 
theimer &Co., which has acted as an 
advisory capacity to Chrysler for 
years, designed the plan. It will grad- 
ually replace the individual policy 
pension trust plan now covering many 
Chrysler employes. Eventually, about 
17,000 salaried workers will become 
eligible under the new contract. 

The plan provides guaranteed life- 
time incomes at retirement and sub- 
stantial death benefits prior to retire- 
ment. Employe eligibility is predicated 
upon two years of service as a salaried 
employe and a base salary of more 
than $250 a month. An employe also 
must be at least 35, but less than 55 
years of age. The plan is contributory, 
with the employe paying 2%% of 
earnings in excess of $250 monthly. 

Among those coming under the pro- 
gram initially are employes who 
joined Chrysler when it acquired the 
assets of Briggs Manufacturing Co., 
Briggs Indiana Corp. and Universal 
Products Co. and when it established 
its automotive body division and De- 
troit universal division. 

Edmund B. Whittaker, Prudential’s 
group department vice-president, said 
the new contract is “extremely signi- 
ficant because it will influence many 
other employers, both large and small, 
to re-evaluate their program with a 
view to getting on the track to sound 
pension planning.” The plan is suitable 
not only. to companies of Chrysler’s 
size, but also to smaller firms with as 
few as 10 employes, he said. 





Life of America Names 
Reichart as Sales V-P 


Paul I. Reichart has been appointed 
vice-president in charge of sales of 
Life of America. 

Mr. Reichart 
entered the busi- 
ness in 1934 at 
Bloomsburg, Pa., 
with Nationwide 
Life, formerly 
known as Farm 
Bureau Life. He 
advanced through 
the posts of dis- 
trict manager and 
supervisor to be- 
come assistant 


Paul |. Reichart 

state agent for 
Pennsylvania. 
He joined Lumbermens Mutual 


Casualty of Chicago as state manager 
for Illinois in 1945. Two years later, 
he joined Minnesota Mutual Life and 
was named general agent at Blooms- 
burg. He averaged more than $1 mil- 
lion a year from 1947 to 1952. He did 
special work for Minnesota Mutual in 
St. Paul during 1953. He then went 
to Richmond, where he was general 
agent from 1954 to 1956, until his ap- 
pointment by Life of America. 

Mr. Reichart taught school for three 
years before entering the insurance 
business. He is a past president of 
Susquehanna Valley Assn. of Life Un- 
derwriters and was its delegate for 
three years to conventions of National 
Assn. of Life Underwriters. 


Contrary Decisions 
Reached by FTC in 
Three A&S Cases 


WASHINGTON—Dismissal of false 
A&S_ advertising charges against 
American Life & Accident of St. Louis 
has been ordered by Examiner Cox 
of Federal Trade Commission. 

However, Examiner Hier has issued 
orders prohibiting Educators Mutual 
and Minnesota Commercial Men’s 
Assn. from using advertising in A&S 
sales which FTC cited as false. 

Also, in the hearings on Minnesota 
Commercial Men’s, FTC points out 
that an attorney for the Minnesota in- 
surance department testified he had 
examined the advertising and found 
none of it false, misleading or decep- 
tive. On this FTC comments that it “is 
in no way bound by the opinions or 
actions of other regulatory bodies or 
officials—it is autonomous, and bound 
by statute to reach its own conclu- 
sions.” 

Examiner Cox said American L. & 
A. had shown its good faith by 
discontinuing the misrepresentations 
charged. It states it will not resume 
the advertising and will make any 
change in future advertising recom- 
mended by FTC. The examiner said 
resumption of the discontinued prac- 
tices cannot reasonably be anticipated, 
and the course of conduct by the com- 
pany leads to the conclusion that 
everything that could be accomplished 
by a cease and desist order already 
has been accomplished. 

But in the Educators Mutual case, 
Examiner Hier asked how can the 
public be assured the advertising com- 
plained of will not be resumed in such 
a competitive industry—and answered, 
by the compulsion and permanency of 
an order. 





Minnesota Commercial Men’s ar- 
gued that it has signed and complied 
with the FTC mail order trade practice 
rules. But the examiner denied this 
defense on the grounds that those rules 
are advisory and do not have the force 
of law. Non-compliance does not ne- 
cessarily constitute law violation, he 
said. Compliance constitutes, per se, 
no defense to law violation. 





Middle Atlantic Actuarial Club 
to Hear Anderson at Oct. 19 Meet 

W. M. Anderson, president of North 
American Life of Toronto and of So- 
ciety of Actuaries, will tell about the 
relationship of actuarial clubs to the 
society at a meeting of Middle Atlan- 
tic Actuarial club Oct. 19 in the home 
office of Monumental Life in Balti- 
more. 

F. H. Loweree, president of Monu- 
mental, will speak on “The Role of 
Industrial Insurance in our Present 
Economy.” J. A. MacDougall of the 
social security administration will dis- 
cuss the 1956 OASI legislation. M. W. 
Latimer, industrial relations consult- 
ant of Washington, will speak on “Sup- 
plemental Unemployment Benefits 
under Collective Bargaining Agree- 
ments.” Officers will be elected. R. L 
Glazier, actuary of Life of Virginia, 
will preside. 





LESTER H. VAN NESS, 57, 2nd 
vice-president of Acacia, died at Eme!- 
gency hospital in Washington aftet 





suffering a heart attack in a downtowl 
department store. He was with Stand- 
ard Accident of Detroit and Massachu 
setts Mutual and in government wort 
before joining Acacia in 1936. He took 
leave to serve with the office of pri¢ 
administration in 1941-42. 
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Question: Are You Looking For a Time-Tested 
~ Service-Type’ Employee-Group 


Health Care Plan... 


—that gives employees what they want? 
— that gives employers what they need ? 
—that is equivalent to, or better than, 

any other hospital-care plan in the world? 
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Compare... as others have . . . the important reasons 
why the JOHN MARSHALL PLAN is the plan that employers 
prefer! THE JOHN MARSHALL PLAN can provide a wide 
range of protection needs besides HOSPITALIZATION- 
MEDICAL-SURGICAL, such as 


PLAN 


X-RAY AND LABORATORY BENEFITS 
OUT-PATIENT EXPENSES 
POLIO INSURANCE 


ering The Plan That Gives MORE 
MAJOR MEDICAL 
SHEE Ti SRR: Hite PROTECTION at LOWEST COST! 
DISABILITY INCOME PROTECTION 

LIFE INSURANCE 

ACCIDENTAL DEATH AND DISMEMBERMENT 








Agency, Broker and Agent Inquiries Invited. 


ADDITIONAL ACCIDENT EXPENSES Write or Telephone for Further Information 
ALL with MAXIMUM BENEFITS for 
MINIMUM PREMIUMS 
JOHN MARSHALL PLAN 
Compare JOHN MARSHALL contracts with any equivalent A Division of 


competition. You will readily see that JOHN MARSHALL 


ee eee eee cee ce nce nonin, BANKERS LIFE & CASUALTY COMPANY 


stantial commissions that make the employee-group insur- 
ance field so financially attractive. 4444 Lawrence Avenue @ Chicago 30, Ill. @ Telephone: SPring 7-7000 
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300 Attend Celebration 
of 70th Anniversary of 
North Amer. Accident 


More than 300 agents and their 
wives from all parts of the U.S. par- 
ticipated in North American Accident’s 
70th anniversary conference at Chica- 
go recently. 

The keynote address, “Looking 
Backward—and Looking Forward,” 
was delivered by Jacob L. Fox, chair- 
man, who traced the history and prog- 
ress of North American from its found- 
ing as the North American Accident 
Association. Mr. Fox mentioned that 
it was the late A. E. Forest Sr., founder 
and a former president, who drafted 
and helped secure passage of the origi- 
nal statute permitting the organiza- 
tion of a casualty company in Illinois. 
At the same time, Mr. Fox drew a 
comparison of the company’s total 
A&S premium volume of $250 in 1890 
to an excess of $14 million and $150 
million life in force in 1956. He also 
sketched future expansion plans, in- 
cluding further extension of its quar- 
ters at 209 South La Salle street, the 
home office address for 66 years. 

Also attending as special guests 
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in each community where we operate. 


A good place to work with security 


were retired agents and home office 
personnel, whose service in some in- 
stances spanned 50 years or more. 
They and the agents were welcomed 
by S. Robert Rauwolf, vice-president 
and agency director and Hazel E. Boo- 
strom, secretary. 

Highlight of the celebration was the 
awarding of 21-inch color TV sets to 
top producing agents as well as black 
and white portable sets to runners-up. 
Sixty 8mm movie cameras were also 
among awards given to qualifying pro- 
ducers. 

Anniversary activities also included 
a golf tournament, a tour of Chicago’s 
merchandise mart, luncheon at the 
Kungsholm restaurant, a home office 
tour and a recital by North American’s 
choral group. 


Organize K. C. Group Club 


Fifteen group companies have or- 
ganized the Kansas City Group Insur- 
ance Representatives club for home 
office group agents. Pro-tem officers 
chosen to serve until completion of the 
by-laws are A. Edward Werner, Paci- 
fic Mutual Life, chairman, and John 
A. Watkins, National Fidelity Life, 
secretary. 


OUR AIMS ARE 


SIMPLE 


We just aspire to be known as a 


Company which is: 
“citizen” and a good neighbor 


and opportunity. 


THE 


NATIONAL 
la =7-W a) 
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INSURANCE 
COMPANY. 
SHIELDS 
YOU 














A good place to buy Life Insurance. ] 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


Coffey’s Program for 
A&H Underwriters 
Approved by Board 


E. J. Coffey, president of Interna- 
tional Assn. of A&H Underwriters, has 
announced his program for 1956-57. 
The plan, which was approved by the 
IAAHU board during its meeting at 
Chicago, is designed to boost mem- 
bership to 15,000 and sets up the 
mechanism for closer cooperation with 
companies. It deals with public rela- 
tions, education, legislation and mem- 
bership. 

The public relations program in- 
cludes talks by members to community 
groups, circulation to state and local 
associations of public relations ma- 
terial, a wide scope publicity program 
and direct cooperation with other 
trade associations. 

The education program includes in- 
creased promotion of DITC, exchange 
of education material with other trade 
associations, encouragement of insur- 
ance studies in school programs and 
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the backing of a strong agents quali- 
fication law. 

In the legislative field, agents will 
be strongly organized for the promo- 
tion of worthwhile laws and the op- 
position of those which don’t coincide 
with public interest. 

Special emphasis will be put on re- 
cruitment of members from office and 
clerical personnel. As many as 6,000 
such persons could be added to the 
membership in the near future. Mr. 
Coffey said other aims include better 
monthly meetings of local associations 
and the revitalization of the speakers 
bureau, a service conducted by the 
international for local organizations. 
Awards will be given for membership 
percentage and attendance at monthly 
meetings. Companies are asked to 
schedule sales meetings so as to pre- 
cede association meetings and thereby 
tie in with them. 

Mr. Coffey, the quiet spoken presi- 
dent of the international association, 
is determined that the organization 
will gain stature this year and take 
its place as a leader in the A&S field. 
If his business record is any criterion, 
he could well accomplish his purpose. 

As general agent for Mutual Bene- 
fit H&A at Portland, Mr. Coffey super- 
vises Oregon, Washington, 20 counties 
in Idaho, and Alaska. He served for 
two years as president of the Oregon 
Assn. of A&H Underwriters, and last 
year was a vice-president of the inter- 
national association, having also been 
active as public relations chairman 
and zone chairman. He has been with 
the Coffey Agency since 1939. Asso- 
ciated originally with his late brother, 
Harry, as general manager and taking 
over as general agent in 1954, when 
Harry Coffey died in an airplane acci- 
dent. 


Mr. Coffey did not aspire to the 
presidency of the international associ- 
ation, but now that he has been pre- 
vailed upon to give up a year of 
business activity to it. He is laying 
groundwork designed to make it live 
up to its potentialities. For years, the 
agents’ organization has been “almost” 
what it should be, and Mr. Coffey 
wants to end this state of affairs and 
get the association on its own feet. 

Announcement was made also this 
week of the appointment of John M. 
Forrest and Paul M. Klein to the 
board of directors of the international 
association. 

Mr. Forrest is manager of Mutual 
Benefit H&A at Akron. He entered 
life insurance in Cleveland in 1944 as 
a personal producer. In 1949 he joined 
John Lambert & Associates of Cleve- 
land, general agent of Mutual Benefit 
H&A, as life manager. He became the 
agency director in 1951 and was ap- 
pointed manager at Akron in 1953. He 
has been president of the Akron asso- 
ciation, and vice-president of the Ohio 
association. 

Mr. Klein, who is president of Mid- 
America and owner of the Paul M. 
Klein agency of Kansas City, was ap- 
pointed zone chairman of the Missouri 
association. He has been in insurance 
since 1937. Prior to starting his insur- 
ance agency, he was with Hartford 
Accident and Employers Reinsurance. 





Connecticut Department 
Appoints Keffer Actuary 


Connecticut department has appoint- 
ed Ralph Keffer actuary. He retired 
last June as actuary of Aetna Life after 
37 years. 


Edward T. Tait will be sworn in as 
a member of Federal Trade Commis- 
sion Nov. 2 in Washington, D. C., t0 





succeed Commissioner Lowell Mason. 9 
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The Company so well known for ‘Planned _ 
Estates’’ service provides a full range MAJOR . MEDICAL 
of modern Group services to solve the . 
problems of employee security. Home Life a e 
extends to the field of insured employee ‘ 
benefit plans the same individualized é DEPENDENT BENEFITS 
service that has made ‘'Planned Estates” é 
outstanding in the field of Ordinary . “ 
life i . 
co. ee a . PLANNED SECURITY 
e 
DOES THIS SPELL OPPORTUNITY FOR YOu? 4 BENEFITS FOR 
As part of our expansion of Group operations ‘ 
we are actively seeking: e FIRMS WITH 10-24 
1. An experienced Administrative Assistant e 
2. A group claims man, qualified to head e EMPLOYEES 
department e 
3. A Regional Group Manager e e 
4, Four experienced Group Representatives e 
5. Sales promotion writer and developer be" 
® 
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HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK 8,N.Y. 


“A Company of Opportunity” 


W. P. Worthington, President 


J. H. Evans, Vice President-Sales 
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Canadian Executive 
to Address LIAMA Meet 


James S. Duncan, former chairman 
and president of Massey-Harris-Ferg- 
uson Ltd. and first Canadian named 
“business man of the year” by the 
national sales executives organization 
of the U. S., will address the opening 
fellowship luncheon on Nov. 13 at the 
annual méeting of LIAMA Nov. 11-15 
in Chicago. His topic will be “Who Is 
Winning the Cold War?” 

Stanton G. Hale, vice-president for 
sales of Mutual of New York and pres- 
ident of LIAMA, will deliver his pres- 


idential address the afternoon of Nov. 
the company. The effect is to limit 
will be made by its chairman Ray E. 
Fuller, agency vice-president of Equit- 
able Life of Iowa. Frederic M. Peirce, 
managing director of LIAMA, will ad- 
dress the session. 

A reception will be held in the even- 
ing, followed by dinners for the agency 
management conference and combina- 
tion companies group. 





Massachusetts Mutual has made 
cash awards to 11 more employes for 
suggesting ways to simplify work pro- 
cedures: : 





BERKSHIRE’S POPULAR 


‘GRADE 
PREMIU 
LIFE 


OW A SPECIAL 
COSTS EVEN LESS 


Always a Fast Seller... 
now it’s one of the 

top insurance buys 

in the industry! 





The ease with which a man “on his way up” can carry our “Graded Premium 
Life” has always made it a highly popular policy. Now the new low cost makes 
it even more appealing ... morg saleable . . . to the man who sees a good future 
ahead and who wants adequate, level coverage now at a cost he can handle 
now! For example, at age 30, a $5,000 policy (minimum amount), costs but 
$56.00 the first year — 50% of the ultimate level 6th year premium. Premiums 
thereafter grade up in 5 equal steps! This policy has such great appeal, because 
it is a perfect solution to the specific problems of the young family head with a 
future. See the Berkshire General Agent nearest you for all the interesting 
details on how you can get your share of this lucrative market. 






PITTSFIELD, MASS. 


(<RKSHIEIRE 


LIFE 


e A MUTUAL COMPANY e 1851 
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President H. J. Stewart of West 
Coast Life talks with Mrs. Claris .Ad- 
ams at ALC meeting. Mrs. Adams’ 
husband is executive vice-president of 
ALC. 





Richard E. Pille, left, president of 
Security Mutual Life of Binghamton, 
N. Y., talks with Jack R. Morris, Re- 
public National Life vice-president, 
at ALC annual meeting in Chicago. 





Among those on hand for the first 
day of annual ALC proceedings are, 
left to right, John L. Briggs, vice- 
president and director of public re- 
lations, Southland Life; Ray Burke, 
vice-president of North American Re, 
and Dan C. Williams, Southland Life 
president, 








DITC at Detroit 


The first disability insurance train- 
ing course to be held in the Detroit 
area will be opened Oct. 19 in the 
offices of Detroit Mutual. It is spon- 
sored jointly by International Assn. of 
A. & H. Underwriters and the Detroit 
association. Frank Forti, field super- 
visor of National Casualty, will be in 
charge. 


Manhattan Life Boosts 
Non-medical and Single 


Premium Policy Limits 


Manhattan Life now is considering 
applications on a nonmedical basis to 
age 35 inclusive in amounts to $15,000. 
The former limit was $10,000. 

Other non-medical limits, which are 
unchanged, are $7,500 for ages 36 to 40 
inclusive and $5,000 for ages 41 to 45 


inclusive. The limits apply to men. 
and women. The only policy not issued 
non-medically is the “whole life re- 


ducing premium plan.” i 
Limits on single premium plans 
have been doubled to these new 
amounts: Single premium annuities on 
any one life, $200,000; single premium 
joint and survivorship annuities, two 


lives, $400,000; single premium life and. 


endowment policies, 10 years or more, 
face amount not to exceed $200,000; 
combination single premium life and 
annuity, the 110 plan, amount of sin- 


gle premium, $220,000; and paid in ad- . 


vance to discount future premiums, 
$200,000. 


The new limits apply in the aggre-_ 


gate, as well as to the individual con- 
tracts, and include any then-prepaid 
premiums and any single premium an- 
nuities or policies already in force with 
the company. The effect is. to limit 
policyholders to $200,000 of 1-sum pay- 
ments, except for $220,000 if the 110 
plan is involved. 





Agency Leaders Receive 
Occidental Awards 


Leading agencies and agents of Oc- 
cidental Life of California were pre- 
sented achievement awards at the 
company’s Top Club convention in 
Quebec, Canada. 

Leisure, Werden and Terry agency, 
Los Angeles, placed first in the top 
ten agencies in paid life volume and 
premiums, paid A&S premiums and 
combined paid life and A&S prem- 
iums. C. L. DeVries & Associates, also 
of Los Angeles, was second and Occi- 
dental Underwriters of Hawaii, Hon- 
olulu, was third. 

President’s plaques were awarded 
to Paul Kryski, general agent at Cal- 
gary, Alberta, as a leading paid life 
producer who maintained an 80% per- 
sistency, and to Frank J. Longo, Los 
Angeles. Mr. Kryski was named pres- 
ident of Los Conquistadores produc- 
tion club, and Mr. Longo became pres- 
ident of Leading Producers club, for 
leading all company agents in paid 
life premiums over the past 18 months. 

In addition, 58 agents, who attained 
$1 million of insurance in force, were 
inducted into the Millionaires club. 








Gathered on the 
platform as a ses- 
sion of the nation- 
al council was 
about to get under 
way at the recent 
anual meeting of 
National Assn. of 
Life Underwriters 
at Washington: 
From left, Earl 
Schwemm, Great- 
West Life, Chi- 
cago, chairman of 
the nominating 
committee; A. 
Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, 
firector o 


Manas ins 


newly elected president of NALU; 


C. Collins, Metropolitan Life, Buffalo, the outgoing president; Lester O. Scrivef, 
NALU; and MarvinKobel, NALU director of publication! 






Stanley 


not ret 
was ric 
get a li 
mon ¢ 
men in 
Barrett 
ed to a 
ting a ] 
compan 
ing lice 
the outs 
Illinois, 
of that 
request 
given us 
us all al 
Illinois 
doubt in 
Barrett 
censed | 
never hz 
he addec 
Anoth 
ued its f. 
paying 
Union. | 
Illinois | 
Stratton 
plication 
“We fee 
legal rec 
cense an 
somethin 
15, there 
of the II] 
pay Gov 
some qu 
action, w 
will requ 
surance 
evidence 
applicatic 
ion never 
from eith 
Carthy o 
for Natio 
Bradley 
first mac 
license ir 
that in a 
was mad 
evident, 
“that we 
Tetained 
Gov. St 
criticism, 
fied with 
Carthy he 
departme: 
has “kept 





departme: 
administr; 
ance rate 
the policy 
tion. 
complaint 





ver, 





October 12, 1956 


7 





Continue Story on ‘Steep 


Prices’ for Ill. Licenses 
(CONTINUED FROM PAGE 1) 
his company was told that “in order to 
get a license in Illinois on a prompt 
basis, it was best to retain an attorney 
who specializes in licensing.” His com- 
pany retained Barrett, but he said, “it 
was not our impression we had to have 
Barrett represent us in order to obtain 
an Illinois license. It was out impres- 
sion that if we wanted the licensing 
handled expeditiously, Barrett was the 
man to retain.” He emphasized that 
the company was fully qualified in all 
respects to enter Illinois, and “the pay- 
ment of the $5,000 fee was not to in- 
fluence licensing but was paid as a fee 
to Barrett to expedite the handling of 
the license. He said that the most the 
company had ever paid previously for 
legal representation in the licensing 
process was $1,000. 

C. J. Underwood, president of Wa- 
bash Life of Indianapolis, told the Post- 
Dispatch that “We’ve been trying for 
two years to get into Illinois and we 
still have not succeeded, but we did 
not retain Barrett because we felt it 
was ridiculous to buy somebody out to 
get a license in any state. It was com- 
mon conversation among insurance 
men in Illinois and other states that 
Barrett had to be retained if you want- 
ed to avoid all kinds of delays in get- 
ting a license,” he added. He said the 
company had no difficulty in obtain- 
ing licenses in nine other states and at 
the outset did not anticipate trouble in 
Illinois, but the insurance department 
of that state more or less ignored our 
request for information. They have 
given us a lot of double talk and stalled 
us all along. No other state is as bad as 
Illinois in this respect. There is no 
doubt in my mind that if we had paid 
Barrett $5,000 we would now be li- 
censed in Illinois, but our situation 
never has improved since we applied,” 
he added. 

Another company which has contin- 
ued its fight to obtain a license without 
paying Barrett is National Farmers 
Union. Ralph S. Bradley, president of 
Illinois Farmers Union, blamed Gov. 
Stratton for lack of action on the ap- 
plication of the life company. He said, 
“We feel we have complied with the 
legal requirements for an Illinois li- 
cense and unless somebody shows us 
something to the contrary before Oct. 
15, there will be about 1,000 members 
of the Illinois Farmers Union who will 
pay Gov. Stratton a visit to ask him 
some questions. Then if we don’t get 
action, we are going to file a suit which 
will require the governor and his in- 
surance director to produce supporting 
evidence for the reasons in denying the 
application.” He said that Farmers Un- 
ion never has had the courtesy of reply 
from either the governor or Justin Mc- 
Carthy on its application for a license 
for National Farmers Union Life. Mr. 
Bradley said that the life company 
first made application for an Illinois 
license in the fall of 1954. He added 
that in a few months after application 
was made, “delaying tactics” became 
evident, and the hint was dropped 
“that we might get quick action if we 
Tetained George Barrett.” 

Gov. Stratton, in commenting on the 
criticism, said that he “was well satis- 
fied with the manner in which Mc- 
Carthy has been running the insurance 
department.” He said that McCarthy 
has “kept the operating costs of the 
department far below those of previous 
administrations and has kept insur- 
ance rates down, in compliance with 
the policy of the present state admin- 





istration. If insurance companies have 
complaints they should bring them di- 


rectly to the governor, instead of tak- 
ing them to newspapers,” Gov. Strat- 
ton said. “God help any insurance di- 
rector of mine who would discriminate 
against any insurance company be- 
cause they haven’t favored some par- 
ticular lawyer,” the governor added. 
He said that admission to Illinois is 
strictly on a merit basis and depends 
upon whether the company complies 
with the law or doesn’t comply with 
the law. “There are many insurance 
companies that have been trying to 
get admitted to Illinois for years, but 
can’t because they dont meet the legal 
requirements.” he added. 


The Post Dispatch also disclosed that 
United of America, a Chicago firm 
whose board chairman is under indict- 
ment in a South Carolina insurance 
fraud case, paid Barrett $14,847 for 
legal services in 1954-55. Chairman of 
the company is O. T. Hogan and jointly 
indicted with him is Paul L. Temple of 
offenses growing out of his activities 
as a banker, executive of insurance 
companies, and manufacturing con- 
cerns.” 

Almore H. Teschke, vice-president 
and general counsel of United, told the 
] 


Post-Dispatch part of the fee to Bar- 
rett was for defending the company 
against charges of misleading adver- 
tising brought by FTC, and the rest 
“for general legal services.” In the 
South Carolina case, Hogan and Tem- 
ple, along with former commissioner 
Murphy of South Carolina and two 
other men, were charged with con- 
spiracy to defraud in the purchase by 
United in 1954 of the business of Cap- 
ital Life of South Carolina, allegedly 
for $1 million less than the business 
was worth. Gov. Stratton has granted 
South Carolina’s request for extradi- 
tion as to Temple but denied it as to 
Hogan on the grounds that Hogan was 
not in South Carolina at the time of 
commission of the alleged crime and 
apparently was not involved. Temple 
has appealed Stratton’s order to Cook 
county criminal court where it is pend- 
ing. 
« . e 

In its latest story, the Post-Dispatch 
said that Mr. Temple told Kentucky in- 
surance department officials that Bar- 
rett would “get me a license in Illinois 
in 24 hours” for a Kentucky firm 
owned by Temple which he sought to 
reorganize in Illinois. 


Chicago newspapers have reprinted 
portions of the Post-Dispatch _ series 
intermittently, but have avoided tak- 
ing a stand on the controversy. 

The Chicago Daily News, last week, 
quoted Ernest Palmer, Springfield at- 
torney and state director of insurance 
in the Horner administration, who 
said, “There is practically no legal - 
work involved in filing an application 
and getting a company admitted to do 
business in Illinois. I wrote most of the 
present insurance code in 1937, and the 
statutes are clear. If a company is fi- 
nancially sound and has a good record, 
it should be admitted. The steps to be 
taken are all there, and it requires no 
brains to meet the law.” Mr. Palmer 
was commissioner from 1933 to 1941. 

Mr. Palmer said there was no fa- 
vored laws during his administration 
and there is no excuse for politics in 
the department. “When out of state 
companies get pushed around,” he ex- 
plained, “they usually go to their state 
commissioner and invoke the retalia- 
tory law.” He predicted that will be 
“hot” discussion about the Illinois sit- 
uation at the coming convention of Na- 
tional Assn. of Insurance Commission- 
ers at Miami Beach in December. 
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With LNL’s flexible-age retirement 
plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 
like to present it. 


Lincoln National’s flexible-age retire- 


proud claim that LNL is geared to help 
its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


lts Name Indicates Its Character 


is another reason for our 
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Halt Federal Usurpation, Mason Urges 


(CONTINUED 


FROM PAGE 1) 





Federal Trade Commission filed were 
all in the field of health and accident 
advertising. But those of you who 
have read the history of Genghis Khan 
knows the smart tyrant takes only one 
city at a time. 

“If my_ satirical admonition lacks 
specificity, let me quote what Tom 
Pansing, director of insurance for Ne- 
braska, said at this year’s meeting of 


“The American Hospital decision re- 
turns the insurance regulatory prob- 
lem to the confusion of the dark days 
after the Southeastern Underwriters 
case and before the McCarran-Fer- 
guson act. Majority opinion would re- 
quire an immediate transfer of active 
regulation from the several states’ cap- 
itols to Washington. The same lan- 
guage in the act. and the same con- 
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modern methods mean more money 





for the man from 


he has more ‘‘management time’’—Progressive, up-to- 
date operating methods at Midland Mutual free the gen- 
eral agent from many details. He has more time for 
planning, managing and recruiting .. . and “agency- 
building” is where the great rewards are. 


There are, for example, 


Midlanders in the field, for Midland Mutual long ago 
centralized premium collections in the Home Office. 
Modern facilities and efficient procedures all down the 
line add up to high-caliber service to the field force and 


policyowners alike. 
Consider, too, Midland 


check Plan for convenient monthly premium payments. 
This popular service and merchandising tool gives a 
214% savings over conventional monthly payments. 
And Econo-check business enjoys exceptionally high 


persistency. 


In all areas, progress is the keynote at Midland Mu- 
tual ... and if you are interested in becoming a partner 
in progress as a Midland Mutual general agent, write 
Charles E. Sherer, CLU, Vice President and Director 


of Agencies. 





256 East 


The areas where Midland Mutual desires to expand include agency building 


opportunities in: Arizona, Florida, 





. MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


Nebraska, North Dakota, Oregon, South Dako'a, Washington. 


Midland Mutual 


no collection problems for 


Mutual’s exclusive Econo- 


Broad Street, Columbus 16, Ohio 


lowa, Kansas, Minnesota, Missouri, 








the FTC act: has likewise been relied 
upon to afford: immunity from appli- 
cation of the important antitrust and 
anti-monopoly acts, specifically, the 
Sherman and Clayton acts. If the FTC 
act is fully operable even though the 
activities it covers are regulated by 
state law, then so are the antitrust and 
anti-monopoly acts operable . even 
though state rating laws effectively ac- 
complish the desired ends. 

“I guess nobody will quarrel with 
Tom Pansing’s analysis. He merely 
drives home what the Gwynne-Mason 
dissents had already. adumbrated. 


“But if the court upholds the Amer- - 


ican Hospital order, Tom’s forecast will 
be wrong in one respect. He says there 
will be dark days like the period be- 
tween the Southeastern Underwriters 
decision and public law 15. Tom is 
wrong there. The Federal Trade Com- 
mission will be in a position to light up 
the insurance world with the finest ar- 
ray of cease and desist orders you have 
ever seen. 

“Back when the Southeastern deci- 
sion came out, nobody knew what the 
law was, and if they had known, the 
Federal Trade Commission was en- 
tirely unprepared. to take over federal 


+-control-of.insurance at-that-time.-Since 


then, however, the commission’s trade 
practice conferences division has de- 
veloped a technique and know-how for 
handling insurance advertising. 

“In the whole history of the com- 
mission, no phase of industry has had 
such a thorough going over as insur- 
ance advertising. Top brains of the 
commission were drafted to assist in 
the promulgation of both the mail or- 
der and the agency insurance rules. 
They worked on rules for the mail 
order industry from 1948 to 1950, and 
also on the entire health and accident 
industry in 1956. Believe me, I ought 
to know because I presided over both 
conferences and picked my own staff. 

“If the quality of the rules does not 
impress you, I would suggest it might 
be laid to the necessity of trying to 
accommodate the rules to several un- 
intelligible orders heretofore entered 
in litigated cases. 

“So you can see, since the South- 
eastern case the commission is no babe 
in the woods. 

“But this is not all. 

“When the commission rejected the 
proffered cooperative efforts of the in- 
dustry and turned to individual prose- 
cutions instead, the ensuing litigation 
developed a cadre of competent gov- 
ernment lawyers in the trial division. 
This division is now in full bloom and 
ready at the first favorable judicial de- 
cision to move into other fields of in- 
surance. The array of legal talent in 
both of these divisions is backed up 
by investigators, accountants and 
statisticians. 

“They are not as yet thoroughly 
trained in valuing assets, fixing re- 
serves on outstanding claims and es- 
tablishing reserves for such liability 
items as unearned premiums and un- 
paid taxes, commissions and bills and 
expenses due and accrued. But with 
their time and your patience, they will 
soon find out more about your busi- 
ness than you ever knew. 

“It’s not a very pretty picture, is it? 
But maybe you and I are blind to its 
virtues. After all, you gentlemen rep- 
resent the insurance industry and as 
for myself, a decade of searching out 
every taint of tyranny may have 
clouded my vision of the brave new 
world the federalists offer. 


Asking the audience to imagine that 
20 years have elapsed, Mr. Mason 
sketched a pretty horrendous picture 
of things to come: states no longer sep- 
arate entities but now converted into 


federal “departments”; hence no more 
state insurance commissioners at all; 
federalists in full control of the types 
of assets insurers are permitted to 
hold. (“Supervision of $80 billion of 
insurance assets was too big a plum 
for the federalists to ignore.”) 





CONNECTICUT . GENERAL has 
moved its Memphis brokerage agency, 
managed by David M. Freedman, from 
12 South Main street to offices on the 
ninth floor of the recently completed 
Edway building at 147 Jefferson ave- 
nue. 








‘Ue eaibeition 
vik aba 


says Marie Dutton, 
wife of Frank Dut- 
ton, (E. A. Ellis 
Agency, San Fran- 
cisco) 


“T’m proud that my hus- 
band’s career lets him 
‘carry the ball’ on his 
own. But I’m grateful 
too that more training 
is always available to 
him — and coaching on 
those rough cases — al- 
ways the right solution 
for every problem. Al- 
ways, we know, the 
whole Pacific Mutual 
team is backing us up.”’ 


Marie Dutton accom- 
panied her husband 
to the 1955 Big Tree 
Top Star Conference 
at Lake Louise. 
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PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 
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Hubbard Sees FTC 
Extending Authority 
over All Insurance 


If Federal Trade Commission has 
jurisdiction over the A&S business, 
then it also has jurisdiction over every 
kind of insurance, from life to fire 
and casualty, Moses G. Hubbard 
warned New York City Accident & 
Health club. 

Mr. Hubbard, general counsel of 


Commercial Travelers of Utica and of: 


International Federation of Commer- 
cial Travelers Insurance Organizations, 
talked about the FTC investigation of 
A&S advertising. If the A&S compa- 
nies are guilty of the FTC charges, then 
every imsurance company of every 


type in the U. S. has been equally... 


guilty, he said. 

The advertising code adopted by 
FTC is dangerous in the hands of this 
“irresponsible agency,” Mr. Hubbard 
charged. This has been shown by ex- 
periences the mail order insurance 
companies had with their 1950 code 
and by similar cases in other indus- 
tries. 

He cited cases in other fields where, 
he said, FTC’s repudiation of its agree- 
ments and understandings with indus- 
tries were criticized by Commissioner 
‘Mason. He agreed with the commis- 
sioner that ‘welshing is a dirty busi- 
ness,’ and said the insurance business 
has been the victim of this practice for 
the last two years. ; 

Mr. Hubbard said some things done 
by FTC were “even more reprehen- 
sible and damaging to public morality 
when officially perpetrated by a feder- 
al agency than when practiced by in- 
dividuals whom we all severely and 
properly condemn for similar con- 
duct.” He listed them as securing in- 
surance cooperation through false and 
misleading inducements, repudiating 
assurances upon which members of 
the industry had relied to their dam- 
age, publicly condemning advertising 
material previously approved by au- 
thorized representatives of the com- 
mission, and throwing out as irrelevant 
and immaterial the defense interposed 
by a company cited by the commis- 
sion that it strictly complied with the 
trade practice code promulgated by 
FTC for guiding the business. 

It is hoped that the U. S. Supreme 
Court will support the exclusiveness of 
state regulation and will halt “this ab- 
ortive attempt to usurp functions and 
authority” actually reserved by Con- 
gress to the states, he said. If the court 
fails to do so, the insurance business 
will have to join with state govern- 
ments to find a way to preserve the 
industry’s activities and serve the pub- 
lic. Congress is made up of men inter- 
ested in the protection and progress 
of people and industries at home rather 
than in promotion of federal bureau- 
cracy and tyranny in Washington. 

Mr. Hubbard expressed confidence 

















BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 
UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 


‘that, should an adverse decision re- 


sult, the aid of Congress can be en- 
listed to accomplish the ends for which 
public law 15 was actually intended. 





San Francisco Slates 
Estate Planners Day 


A large turn-out of attorneys, ac- 
countants, trust officers and life agents 
are expected to attend an “Estate Plan- 
ners Day” in San Francisco Nov. 8. 
The one-day program is presented by 
the University of California school of 
business administration and Univer- 
sity Extension in cooperation with the 


San Francisco CLU chapter. Topics 
to be covered include partnership 
agreements and partnership problems 
and problems of sole proprietor; use 
of stock purchase and stock redemption 
agreements (with emphasis on the 
problem of passing a business to other 
stockholders or to family); techniques, 
traps and solutions for stock redemp- 
tions; coordination of the business 
agreement and the will management 
problem, of continuing a business; 
certain administrative problems and 
the use of the corporate trustee; key 
man problems; use of stock bonus and 
other deferred compensation plans, 
the split dollar plan, and others. 


Business Men’‘s Assurance 
Holds Two Sales Meetings 


Two sales meetings for agents were 
held by Business Men’s Assurance last 
week. More than 100 salesmen and 
their wives attended the sales con- 
ference at Berkeley, Cal., and 50 rep- 
resentatives appeared for a two-day 
session in Columbus. 





Raymond C. Johnson, vice-presi- 
dent in charge of agency affairs of New 
York Life, addressed Life Agency Man- 
agement Assn. of Detroit at a luncheon 
meeting. 





design for tomorrow... 


Cars of the future will practically 
drive themselves. They will be kept 
under control by electronic guidance 
and obstacle warning devices. 

Look for retractable roofs, 

sliding doors, and a ‘‘telescopic 

eye” to pierce fog. 


OHIO 
NATIONAL 
LIFE 


% 


Opportunities for 
prospects are greater, 
interviews are easier, 
sales more frequent— 
thanks to effective sales 
aids and field—home 
office service and 
cooperation. 


COMOrrow, 








are prepared for 


core) 





Ohio National Life men are among the leaders in the industry 
because they have learned to put to good use the variety of proven 
sales aids furnished them. Sales letters, brochures, and other 
literature are designed to produce prospects and customers, not - 
just once, but again and again. They cover the full 

scope of policies, completely and concisely. 


Intelligent use of these materials have helped Ohio National 

Life agents plot their own future security while helping thousands 
of others do the same. They find it important to their 

own future progress and success in a field where sales help 





is not only welcome, but necessary. 
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Study Shows Domestic 
Insurers Get Big Tax 
Break in Ohio 


The legislative service commission 
of the Ohio legislature has been com- 
paring insurance tax rates in Ohio 
with those in 11 surrounding states 
and has concluded, Insurance Federa- 
tion of Ohio reports, that Ohio “em- 
ploys one of the lowest levies on do- 
mestic insurance companies and the 
highest rate on foreign companies in 
the 12-states sampled.” 

It is also noted that Ohio companies 
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write 33% of the business in the state. 


but pay only 4% of the total tax col- 
lected on the basis of .2% on capital 
and/or surplus or approximately 
1.66% of gross premiums. If the first 
tax base were eliminated and the 
second made mandatory, the _ state 
would have taken in $5 million from 
Ohio companies instead of $931,000 in 
1956 alone. 


Walter S. Phelps, Brennan agency, 
Detroit, was elected to a two-year term 
as president of the Ohio National Life’s 
Builders Club, a group composed of 
their leading agents. 


How Big 
Ne 
Billion’ 


If You Went Back 


and Started to 
Spend a Thousand 
Dollars a Day... 
by the First 

of This Year You 
Would Have Spent 
One Billion Dollars. 
That’s How Much 
a Billion Is... 
Almost 


Inconcelvable. 


1d 
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The Republic National Life of Dallas 
Reached the Magic Number of One Billion 
Dollars of Life Insurance 


in Force in June. 
Moved Up To 


and Has Now 


$1,100,000,000 


Republic National Life 
Insurance Company 


NALU Dignitaries at Ground-Breaking 
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National Assn. of Life Underwriters dignitaries at the ground-breaking cere- 
monies on the site of NALU’s projected headquarter’s building at Washington: 
At the left of the architect’s sketch of the new building are the five members 
of the building committee: From left, Grant Taggart, California-Western States 
Life, Cowley, Wyo., past president of NALU; John D. Marsh, Lincoln National, 
Washington, D.C., former NALU vice-president; Herbert A. Hedges, Equitable 
of Iowa, Kansas City, past president of NALU; Osborne Bethea, Prudential, 
Newark, former treasurer of NALU; and Charles E. Cleeton, Occidental of Cal- 
ifornia, Los Angeles, past president of NALU and chairman of the building 
committee. To the right of the sketch are Lester O. Schriver, managing director 
ef NALU; A. Jack Nussbaum, Massachusetts Mutual, Milwaukee, the newly 
elected president of NALU; J. Hicks Baldwin, New England Life, Washington, 
1).C., NALU treasurer; Albert C. Adams, John Hancock, Philadelphia, NALU 
vice-president; Oren D. Pritchard, Union Central, Indianapolis, secretary of 
NALJU, and Stanley C. Collins, Metropolitan Life, Buffalo, NALU’s outgoing 
president. Chatting on the speaker’s platform are O. P. Schnabel (back to cam- 
era), Jefferson Standard, San Antonio, former trustee of NALU; Marvin Kobel, 


NALWU dircetor of publications; Maxwell L. Hoffman, NALU comptroller; and f 
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LIBERTY 
Better standards of living de- App 
mand better housing. Liberty Life, \@J 
by investing millions of dollars in 
home mortgage financing, is helping 
thousands of families in the Southeast 
to enjoy homes of their own. This vital 
contribution to the progress and pros- 
perity of our region is only one activity 
of the Company which is today pro- 
viding life insurance protection to over 
900,000 policyowners. 
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LIBERTY LIFE 


INSURANCE COMPANY 


Greenville, South Carolina 


FINANCIAL FREEDOM FOR THE FAMILY 
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Bank Loan Sellers Rally to Defense of Plan 


(CONTINUED FROM PAGE 1) 





ed by John Z. Schneider, Connecticut 
General, Baltimore.) 

Mr. Brown was asked if he would 
agree to modification of the report by 
the new board of trustees. He refused, 
on the ground that the case for modi- 
fying the report had been presented 
fully at the committee meeting. 

Commenting further on the trustees’ 
action in accepting the report without 
adverse comment, Mr. Simons said he 
was certain the trustees could not have 
been unanimously against the bank- 
loan plan in their own minds, since 
some of the trustees are known to favor 
such plans in many types of situations 
and don’t hesitate to sell them where 
they feel they are appropriate. 

At a projected cost of several thou- 
sand dollars, the group of which Mr. 
Simons is a member has about com- 
pleted an investigation of all aspects 
of bank-loan insurance and will soon 
have a report ready. The report is 
aimed at showing that bank-loan plans, 
instead of causing a loss of tax reve- 
nues, actually increase them for vari- 
ous reasons, among them being the 
taxes on the interest earned by the 
lending bank and the additional estate 
taxes due to the increase in the size 
of estates created by bank-loan insur- 
ance. 


e e * 


This group has retained J. Milton 
Cooper, Washington attorney and a 
former clerk of the House ways and 
means committee, to act as adviser, 
coordinator, and editor of its report. 

In response to inquiries from THE 
NATIONAL UNDERWRITER Mr. Simmons 
said also that: 

e Inquiries “from top to bottom” at 
the Treasury have failed to disclose 
any concern about bank-loan plans or 
any intention to formulate legislation 
or regulations that would restrict th> 
use of bank-loan plans. The propose’ 
regulations for the 1954 internal reve- 
nue code, published in the Federal 
Register last June, contain no restric- 
tions beyond those in the 1954 code, in 
spite of the internal revenue service’s 
having had 22 months to formulate 
these regulations. 

e Chairman Brown of the NALU fed- 
eral law and legislation committee has 
refused to disclose any details of the 
alleged Treasury plans on which he has 
based his statements that restrictive 
legislation is being sought by Treasury 
officials, saying that this information 
is confidential. 

e Several favorable rulings on large 
bank-loan cases have been received 
from the Treasury recently—one being 
an extremely large case that conformed 
to the standards that advocates of the 
bank-loan plan consider valid. 

e There is no essential difference be- 
tween financing insurance purchases 
by loans and financing the purchase of 


MANAGEMENT 
CONSULTANTS 











O’TOOLE ASSOCIATES 
Management Consu!tants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








guint 


BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
ICHMOND ATLANTA NEW YORK 

















real estate or securities in the same 
way. 

e A majority of estate-planning tech- 
nicians favor the use of bank-loan 
plans in many types of situations; the 
opposition is mainly from people who 
don’t understand how the bank-loan 
plan works. 

© The effort of the New York City as- 
sociation to get the federal law and 


legislation committee to modify its 
blanket rejection of bank-loan plans 
and its statement that adverse legisla- 
tion was imminent was not acted upon 
by the federal law and legislative com- 
mittee at its meeting because of purely 
parliamentary considerations. The New 
York City representation did not ap- 
preciate that only a committee mem- 
ber has the right to offer an amend- 
ment and none of the seven committee 
members present at the meeting was 
willing to do this. Hence, the unani- 


mous vote of seven members of a com- 
mittee having a total membership sev- 
eral times that number was made to 
appear of greater significance than it 
actually was. 

e Mr. Simons’ group is interested in 
developing the most comprehensive 
body of facts that it can on all aspects 
of the bank-loan plan. It would like to 
receive comments and questions not 
merely from those in favor of the plan 
but those opposed to it as well. His ad- 

‘CONTINUED FROM PAGE 16) 
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costs MONEY 


THIS IS a tragedy about to occur—as it does much too commonly on the 
American scene today. Blinding lights on a curve, a screech of brakes— 


then death. 





Who was to blame is not important, for this tragedy extends far beyond 
the death that happened here. The husband, and father, has suddenly 
been taken away and no one can replace him. 


This could be any one of us, today, tomorrow, next week. Those of us 


who love our families have been 


foresighted enough to expect the 


unexpected and made provision that, even though we are gone, those we 


leave behind need never suffer eco- 
nomically. Life insurance is the most 
certain, most economical manner in 
which to be positive your family will 
have what you planned for their 
future. There is no better life insur- 
ance than Pan-American Life insur- 
ance and our Representative will be 
happy to present a “Tailor-Made” 
program suited to YOUR plans. 


Offering all forms of Life Insurance 


Group and Pension Plans 










one of 
America’s 
foremost 
mutual 

life 
insurance 
companies 
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LIFE INSURANCE 
COMPANY 


“Guardian of Your Tomorrow” 


You will be glad your Pan-American Representative called—welcome him. 





2400 Canal Street. Dect. PRS 1756 


PAN-AMERICAN LIFE INSURANCE COMPANY 


= 


Without obligation, please send me 
full information about your “Tailor. 











New Orleans 19, La., U.S.A. Made” Plan, 
Ll, eae riln AeCcane nh ata eh rt See ene 
Address -ssee----Date of Birth. 
City State 

















“When someone's counting on you ... you can count on life insurance,” 


In 
TIME 
and 


NEWSWEEK 


ads similar to this 

are appearing regular- 
ly to build prestige 
for, and to assist, our 


Representatives in 


their daily efforts. 
Each ad reaches mil- 
lions of persons who 


are prospects. 


This, coupled with 


our training, top-notch 





sales aids, and our 
“Tailor-Made” policies, 
designed to meet indi- 


vidual needs, will make 


more money for you 


under 


PAN-AMERICAN’S 
CAREER CONTRACT 


“Guardian of Your 
Tomorrow” applies to 
Pan-American’s Repre- 
sentatives as well as 


its Policyowners. 
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Ethene 2 


Executive Vice-President 


Foal Plant 


Vice-Pres. & Agency Director 
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NEWS OF LIFE PULICIES 





Occidental Enters 
Non-Can & Individual 
Major Medical Market 


Several important innovations high- 
lighted the debut of Occidental Life of 
California’s individual major medical 
and non-can disability coverages which 
were introduced for the first time at 
the company’s Top Club convention in 
Quebec City, Canada. The individual 
and family major medical plan, with a 
$7,500 maximum benefit for anyone 
accident or sickness, is guaranteed re- 
newable to age 75. Occidental’s new 
non-cancellable guarantee premium 
A&S disability income program offers 
the conventional two and five-year 
disability income policies, but goes on 
to offer a third plan which pays dis- 
ability income benefits up to retire- 
ment age 65. 

Key details of the new major medi- 
cal policy, described by James A. Car- 
ey, assistant superintendent of A&S 


sales, include: (1) Those insured may 
choose a $250 or $500 deductible; (2) 
A $15 and $25 daily hospital room 
and board benefit is offered; (3) Three 
surgical schedules are available—$500, 
$750 and $1,000, and (4) An 8-20% co- 
insurance factor is applied, but the 
hospital room and board and surgical 
benefits are not subject to the co-in- 
surance factor. 

Another new Occidental plan intro- 
duced at the Quebec meeting is major 
medical coverage that can be written 
on as few as 10 employes. This 
plan was described by Herbert D. 
Eagle, vice-president, in charge of 
group sales and service, who also out- 
lined a new version of Occidental’s 
popular ‘“10-Plus” medical expense 
group plans which feature higher max- 
imum plus several optional benefits. 

“Major medical 10 to 50” offers $10,- 
000 life time maximum and an 80-20% 
co-insurance factor for groups of 10 
to 50 employes. A choice of two dis- 
tinct plans, standard and the superim- 






















plans: 


gical schedule. 


available, too!) 


cases. 


too. 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


OUR ACTUARIES 
HAVE DONE IT AGAIN! 


Occidental Life people today are hurrying home 
from conventions to sell these newly announced 


A Major Medical policy, individual or family, 
renewable solely at the option of the insured to 
age 75 with a paid up benefit after 75, 80°, co- 
insurance not applicable to daily hospital and sur- 


A true non-can monthly income disability policy 
that is guaranteed renewable to age 65 and pays 
income to age 65. (Two and five-year income plans 


A Group Major Medical plan for 10 to 50 life 







A monthly income disability rider for life policies 
that pays $20 per month per $1,000 of insurance. 
These, plus many other new features, assure the 
Occidental representative that “More Peace of 
Mind Per Premium Dollar’ means more for him, 





“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DON’: 


































posed, is available. The standard plan 
is a comprehensive one, while the su- 
perimposed plan is designed to be 
written over a 10-plus basic medical 
expense program. 





Manhattan Life Offers 
New Family Term Rider 


A new family term rider issued by 
Manhattan Life allows a husband with 
life insurance to make a simple attach- 
ment to his policy and insure his wife 
and children, including step-children 
and legally-adopted children. Unborn 
children will automatically be insured 
under the rider 15 days after birth, 
and there will be no increase in pre- 
mium, regardless how large the family 
may become. 

The new rider will, in most cases, 
do away with the necessity of a sep- 
arate policy and an individual pre- 
mium payment for the wife and each 
child. It can be added to almost all 
of the company’s policies, whether 
past or current issues. 

The New York insurance department 
has approved the rider, believed to 
be the first benefit of its kind, and 
the company has substituted it to the 
insurance departments of other states 
in which it does business. 





Canadian Insurer Cuts Rates 


Mutual Life of Canada has reduced 
its premium rates for its monthly in- 
come policy and its family income ben- 
efits. Both of thése forms are issued 
for periods of 15, 20 and 25 years and 
to ages 60 and 65. 








First United Life, a newly organized 
company at Gary, Ind., expects to 
start writing all lines of life and A&S 
business this month in Indiana and 
surrounding states. The company has 
sold $1 million in stock. 


Climbing ' 


Mutual, N. Y., Boosts 


Loan Interest Rates 


Mutual of New York on Jan. 1 will 
increase slightly its interest rates on 
policy loans. The boost reflects the 
general upward trend in interest rates 
and the company’s continuing effort 
to assure that its yield from invest- 
ments in policy loans is comparable to 
yields from other investments. 

The new sliding scale of rates calls 
for 5% interest on the unpaid balance 
of loan principal up to $1,500; 444% 
between $1,500 and $3,000; and 4% on 
all over $3,000. Consolidated loans 
still will be permitted. Except on small 
loans secured by policies calling for a 
5% rate, the new scale still is below 
the rates the company may charge 
under terms of the policies. 

The present rates are 5% on the un- 
paid balance of loan principal up to 
$1,000; 4% between $1,000 and $2,500; 
and 34%% on all over $2,500. 


Rate Book Changes Made 


by Sun Life of America 


Sun Life America has made a num- 
ber of important rate book changes. 

Female risks will now be eligible for 
disability on the same basis as males 
and will be issued the identical clause. 
Double indemnity coverage will now 
extend to age 65 rather than 60 and 
rates have been changed to grade by 
age groups, with a reduction in rates 
at the principal ages at issue. 

Ages of issue have been extended 
on certain plans, whole life has been 
changed to endowment at 90, the 
“thriftmaster” will now be issued to 
women in minimum amounts of $5,000 
and a new $25,000 minimum whole life 
policy has been added. Other new 
plans are 20 payment endowment at 
6) and multiple protection riders. 

Intermediate policies will no longer 
be issued because few of these policies 
have been written. 
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chat | WOW., Omaha, Names 
vet, | Ex-Governor of Georgia 
calls | to Replace Bradshaw 
alance DeEmmett Bradshaw of Omaha has 
414% resigned as board chairman of Wood- 
‘7% ©N | men of the World, Omaha, and has 
loans 

small 

for a 
below 
c=harge 
le un- 

up to 
32,500; 
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num- 
ses. DeEmmett Bradshaw E. D. Rivers 
yle for : ; 
males been appointed honorary chairman. 
‘lause. Replacing him is former governor of 
l now Georgia, E. D. Rivers of Lakeland. 
0 and Woodmen of the World directors al- 
de by so appointed: 

rates John N. Cochran, Omaha, former 
ended treasurer and associate field manager, 
; been to vice-president for field promotion 
), the and membership; John B. Cobb, Nash- 
ed to ville, who was a member of the board 
$5,000 as national auditor, to treasurer; J. O. 
le life Hollis, Carthage, Miss., national sen- 
- new try on the board, to national auditor; 
ent at Judge Robert Kirk, Littlefield, Tex., 
- to the board as national auditor; and 
nen C. W. Goodwin, Omaha, to the board 
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commander and Mississippi national 
representative and head counsul. 

Judge Kirk, a former assistant city 
attorney of Waco and county attorney 
of Lamb County, Tex., served on the 
national fraternal committee and was 
elected head consul at the 1953 Texas 
head camp convention. 

Mr. Goodwin has served as colonel 
and disbursing officer in the society’s 
semi-military Uniform Rank and was 
Nebraska head counsul before becom- 
ing assistant secretary and a vice- 
president. 








Dr. Lowery Appointed 


Unity Life & Accident has appointed 
Dr. W. C. Lowery medical director to 
fill the vacancy created by the recent 
death of Dr. Harold M. Totman. 





Lutheran Assn. Appoints Brandt 
to Fill Unexpired Board Term 


Paul H. Brandt, Fort Worth, has 
been appointed to the board of Aid 
Association for Lutherans to fill the 
unexpired term of the late LeRoy G. 
Stohlman, president. He is a furniture 
manufacturer and has been an associa- 
tion member since 1943. 





Michigan Fraternalists 
Elect Ayer President 


Lawrence F. Ayer, great commander 
of Michigan for Maccabees, was elected 
president of Michigan Fraternal Con- 
gress at its annual meeting last week 
in Jackson, Mich. Other officers elected 
are Ruby Huff, Royal Neighbors, 1st 
vice-president, Allie Lutz, Degree of 
Honor, 2nd vice-president; Victor Tar- 
gonski, Polish Roman Catholic Union, 
3rd__ vice-president; Henry Brooks, 
Modern Woodmen; Ernest L. Krieger, 
Aid Association for Lutherans, and 
Frank Lee, Woman’s Benefit Associa- 
tion, 1st, 2nd and 3rd trustees respec- 
tively; Ulma Moss, Maccabees, secre- 
tary, and Valeria Colombatto, Royal 
League, treasurer. 

One afternoon of the two-day con- 
vention was devoted to a Fraternal 
Insurance Counsellors forum on “The 
Challenge of Today’s Market.” Arthur 
F. Devine, president of Michigan chap- 
ter of FIC, was the moderater. Par- 
ticipating were Harold Hoel, Lutheran 
Brotherhood; Robert O. Shepler, Mac- 
cabees, and Russel Logan, Ohio Na- 


addressed the banquet meeting. Mayor 
Miller of Jackson extended a welcome 
to the group, and Commissioner Na- 
varre of Michigan spoke briefly at the 
banquet. Addressing the second day of 
the meeting was W. Cable Jackson, 
Modern Woodmen. 


Life Stocks Drop 17.2% 
Despite Rising Sales 


Life companies’ stocks recorded an 
average loss of 17.2% in the first nine 
months, according to Morgan & Co., 
life insurance stock specialists at Los 
Angeles. 

This decline was in the face of a 
25% gain in the industry’s total sales 
in August and an 11% increase in the 
first eight months. 

The Morgan averages for 20 
life company stocks dropped to a 1956 
low of 164.84 in the first nine months, 
compared to 199.19 last Dec. 31. In 
September, there was a drop of 9.3% 
from 182.23 on Aug. 31. 

Since Sept. 30, 1954, when the Mor- 
gan averages were 127.67, the 20 is- 
sues rose to 202.22 on Sept. 30, 1955, 
a gain of 58.4% in that period. In the 








12 months ending Sept. 30 this year, 
half of that gain was wiped out by 
the drop to the 164.84 figure. 


tional Life. Alden C. Palmer, insurance 
board chairman of Insurance R.&R., 





as national sentry, retaining his posi- 
tion as assistant secretary. 

Mr. Bradshaw was first appointed 
to the board in 1899. He was named 
general attorney for the society in 1916 
and tried many cases in state supreme 
courts and the United States Supreme 
Court. In 1932 he was elected president 
of the society and held that office un- 
til resigning in 1943 to become chair- 
man. The retiring chairman was first 
president of Fraternal Investment 
Assn. and president of the former 
Fraternal Society Law Assn. He is also 
active in the National Fraternal Con- 
gress and has served on numerous 
committees.” 

His successor, Mr. Rivers, has been 
a member of the society for over 40 
years and was appointed to the board 
in 1943. In Georgia, he served as 
speaker of the House of Representa- 
tives, presiding officer of the Senate 
and governor for two terms. 

Mr. Cochran is a former state man- 
ager of Alabama, national sentry, na- 
tional watchman, national treasurer 
and associate field manager. He is past 
president of the Alabama Fraternal 
Congress. 

A member of the board since 1945, 
Mr. Cobb has held the posts of nation- 
al auditor and national watchman. He 
has been affiliated with the society 
since 1908, and is past president of the 
Tennessee Fraternal Congress. 

Mr. Hollis was Carthage counsul 
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TELEVISION NEWS FROM PRUDENTIAL 2 
= 


THE NEws: A dramatic, new 26-part series showing 
the development of flight from the early days of Rickenbacker "% 
©, 
and Lindbergh up to the present jet age... to be seen * 


“ng INsuRAne™ 


as part of the “You Are There” series. THE TITLE: “Air Power.” PRODUCED BY: CBS 
Public Affairs in full cooperation with the U.S. Air Force. NARRATED BY: 


css News Correspondent, Walter Cronkite . . . plus Winston Churchill, Art Carney, Michael 


Redgrave, Jimmy Doolittle and Eddie Rickenbacker. THE sourcEs: 300 million 


feet of film from the U.S. Air Force, The Royal Canadian Air Force, The Library of Congress, The U.S. 


Navy Film Depository, The U.S. Army Signal Corps, virtually all newsreels, and 


captured German and Japanese films. THE FIRST SHOW: “The Day North America Is 


Attacked”. . . a special one hour show including General Twining and all 
members of the Joint Chiefs of Staff. THE NEXT 25 sHows: Half-hour programs — 
dramatic films from both World Wars and Korea — the stunt fliers of the 
twenties — the supersonic age. THE DATE: First of the 26 Sunday shows 

will be aired on November 11, 1956 at 6:00 P.M. Est. THE NETWORK: 

CBS-TV. THE SPONSOR: The Prudential Insurance Company of America. 
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Non-Partisan Comment on Jumbo Group 


The jumbo group question is neces- 
sarily a complex one, but we believe 
the opponents of high-limit group 
could clarify and simplify it—and also 
make their case a great deal more ef- 
fective—if they would resist the temp- 
tation to equate the public’s financial 
interests with those of the agents. 

It may well be true that what harms 
the agents or the agency system is 
automatically harmful to the public. 
But the argument against jumbo 
group, we feel, is far more effective 
when it is based on evidence having 
no connection with the effect, good or 
bad, on the agent’s market for ordi- 
nary. 

We realize that efforts have been 
made to marshal such evidence. But 
there seems to be an almost irresistible 
complusion to cite the alleged drying 
up of a segment of the ordinary mar- 
ket as a demerit for jumbo group. 

This is a little like trying to talk a 
prospect out of buying over-the coun- 
ter savings bank life insurance on the 
ground that if he does so the agent 
will lose a commission and anybody 
who buys life insurance from a sav- 
ings bank is an enemy of the agency 
system. 

Of course, any prospect in his senses 
knows that an agent sells in the hope 
of making a commission. But that 
doesn’t interfere with the effectiveness 
of the agent’s sales talk, as long as 
the points he is making appeal to the 
prospect as a solution to his own prob- 
lems. He can’t be expected to be much 
interested in whether the sale will 
help solve the agent’s financial prob- 
lems. 

Similarly, even though everybody 
knows that the agents are mindful of 
the commission-loss angle in jumbo 
group, the arguments against it will 
not be discounted on that account if 
they are valid from the viewpoint of 
those to whom they are addressed. 

In this connection it should be borne 
in mind that there are several audi- 
ences that the anti-jumbo-group ar- 
gument is being aimed at. Not only is 
the motivation different for each but 
an argument that may appeal to one 
of these audiences may well have the 
opposite effect on another. 

These audiences might be grouped 
in four categories: The life companies 
that either don’t write group at all or, 
if they do, refuse to write or partici- 
pate in the jumbo variety; the group- 
writing companies that either favor 
jumbo group or at least see stronger 
reasons for selling it than for refusing 
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to sell it; the employers and their 
key executives who like jumbo group; 
and finally the general public, as rep- 
resented by state legislatures and in- 
surance departments. 

The life companies that look with 
disfavor on jumbo group or are on the 
fence and should certainly be recept- 
ive to arguments having to do with the 
effects of jumbo group on agents’ com- 
mission. 

The companies that seem more in 
favor of jumbo group than against it, 
whether they write it or not, are cer- 
tainly not deaf to the contention that 
jumbo group encroaches on the do- 
main of agents generally and quite 
possibly on a jumbo group insurer’s 
own agents. But obviously, it would 
take extremely weighty evidence to 
convince such a company that such 
damage was being inflicted. 

As far as its own agents are con- 
cerned, it might contend, for example, 
that a huge volume of group insurance 
permits the company to treat its agents 
more liberally than it otherwise could 
and thereby offset any possible loss 
of market caused by jumbo group. Or 
the company might argue that almost 
none of its agents were in a position 
to do business with prospects entitled 
to more group coverage than permitted 
by the 20/40 limit, which National 
Assn. of Life Underwriters has en- 
dorsed. 

Finally, the company might bluntly 
state that whatever loss of business 
might be suffered by a small percent- 
age of its field force was a small price 
to pay for getting and keeping on the 
books those group cases that would 
probably otherwise go self-insured, or 
insure in some no-limit state, or in 
Canada or even abroad. 

Obviously, it would be even more 
difficult to convince such a company 
that it should give up jumbo group 
and the business that goes with it be- 
cause of the damage done to the mar- 
ket of agents other than its own field 
force. Evidence of far-reaching and se- 
vere damage to the agency system 
would have to be brought forward to 
have any chance whatever of being 
effective. Otherwise, such a company’s 
reaction would probably be, “Why 
should we jettison a chunk of our 
group business so our competitors’ top 
producers will be better able to com- 
pete with us?” 

Well, what about the third audience 
—the corporations and their key ex- 
ecutives that firmly believe jumbo 
group to be the best solution to what 
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is for them a baffling problem? These 
are the folks who will be using all 
their legislative influence to keep jum- 
bo group from being taken away from 
them—unless, of course, they can be 
convinced that it is such an evil thing 
that they would be better off if a stat- 
ute were to deny it to them—and their 
competitors. 

This is undoubtedly the most hard- 
boiled audience of all. It sees jumbo 
group as an extremely potent lure for 
getting and keeping top-grade execu- 
tives. The executives themselves like 
it because it provides a lot of protec- 
tion when their obligations are heavy. 
It lets them keep right on living up to 
their incomes, or beyond, rather than 
stinting themselves to buy permanent 
insurance. 

What are the chances of persuading 
these corporations that they should go 
along with efforts to curb jumbo 
group? To persuade a bunch of tough- 
minded business executives to give 
up what they obviously consider a tre- 
mendous boon would challenge the 
most persuasive salesmanship. Yet it 
might be worth trying, even without 
hope of success, in an effort to mini- 
mize resentment generated by the 
agents’ efforts to get jumbo group out- 
lawed. 

The danger that unchecked jumbo 
group may lead to loss of the tax ad- 
vantage, not only for jumbo group it- 
self but for other forms of group and 
possibly ordinary as well, might con- 
ceivably convince some managements 
that jumbo group is too much of a 
good thing. Would they be sufficiently 
concerned about the effect on their 
own ordinary policies and those of 
their employes that they might choose 
the loss of jumbo group as the lesser 
of two evils? 

Something might be made of the ar- 
gument that while jumbo group works 
fine as cheap protection while the ex- 
ecutive is on the job, he can’t take it 
with him, except on a high-cost con- 
version basis, if he quits or is fired. 
However, it would be difficult if not 
impossible to convince such an execu- 
tive, no matter how disillusioned he 
might become about group term in- 
surance, to disregard it in his estate- 
building plans. 

An argument might be made to the 
effect that the executive who relies on 
jumbo group for the bulk of his pro- 
tection rather than buying ordinary 
can’t expect to get the skilled services 
of an agent that he would have a right 
to expect if he were a client for sub- 
stantial amounts of ordinary. In ad- 
vancing this argument, the counter- 
argument that expert service is avail- 
able on a fee basis would have to be 
met. 

Evidence as to the typical quality 
and frequency of service rendered to 
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substantial buyers of ordinary insur- 
ance might be cited in contrast with 
the lack of such service, even though 
available on a fee basis, where large 
amounts of group are involved. But 
the evidence would have to be ex- 
tremely convincing to have any per- 
ceptible effect on corporation manage- 
ments and key executives already 
enamored of jumbo group. 

The corporations that like jumbo 
group and see it as the answer to one 
of their toughest problems are with- 
out doubt the most serious and elusive 
obstacle to retrieving it for the ordi- 
nary market. Unless they are actually 
won over to the NALU viewpoint they 
can readily turn to any of several al- 
ternatives. A corporation cut down to 
the 20-40 limit can self-insure, as the 
Ohio Oil Co. did, for example, after 
the 20-40 limit went into effect in 
Ohio. 

It can place its insurance in excess 
of statutory limits with insurers in 
other states not having such limits. If 
all states should enact a group per-life 
ceiling, there would still be the foreign 
market. Many corporations are quite 
familiar with the procedure of looking 
to London Lloyds or other foreign 
insurers for coverages that American 
fire, marine or casualty companies 
can’t or won’t sell. 

They would prefer to do business 
with American or Canadian insurers 
but would hardly balk at buying group 
coverage overseas if that were the 
only source available. Corporations 
could even organize their own life 
company or companies, located in any 
state or country that would permit 
jumbo group to be written. 

The last of the four audiences which 
the opponents of jumbo group must 
try to win over is the state legislatures. 
Here again, damage to the agency sys- 
tem is likely to have scant appeal, 
particularly when legislators under- 
stand that only a small percentage of 
the agents (i.e., voters) in the state 
can reasonably contend that their mar- 
ket potential has been in any way af- 
fected by the existence of jumbo 
group. 

Legislators may be expected to be 
sensitive and sympathetic to the woes 
of constituents whose markets have 
been invaded, as witness the wide 
variety of actual and attempted “fair- 
trade” legislation and anti-chain-store 
laws. Offhand, however, it would seem 
that the loss of market potential that 
could be attributed to jumbo group is 
sufficiently intangible and elusive that 
it would not impress the legislators a 
great deal. 

The other obvious approach is to try 
to prove that entirely aside from 
any effects on the agent’s pocketbook, 
the public will be harmed by failure 
to impose limits on jumbo group. The 
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‘fair- vestigation of arteriosclerosis. health and insurance systems. Seven- 
store — collectively pyaar — ; ' : ; 
seem | Herman Knauss, pianning director P ans coverme 3 million workers also To pinpoint the prospect’s needs for insurance, 
that | Of Mutual of New York, has been “ he pr 7 thee. tides. Gk aoe field associates of the Equitable Life of lowa 
up is J *Warded a distinguished service cer- qesigned to help older workers obtain have these two outstanding visual portfolios to 
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sagged — a of or partnership and the close corporation. 
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Bank Loan Sellers 
Rally to Defend Plan 


(CONTINUED FROM PAGE 11) 

dress is 515 Madison avenue, New York 
City. 
e Should any further restriction ap- 
pear necessary to Congress, it seems 
certain that Congress would proceed 
as it did in framing the 1954 revenue 
code and make the new restrictions 
applicable only to programs initiated 
after the enunciation by Congress of 
restrictive legislation or by the Treas- 
ury of restrictive rulings. 
e Directly contrary to the view ex- 
pressed by bank-loan adherents who 
have been in contact with Treasury 
officials, the NALU position is that the 
Treasury department is “concerned” 
about bank-loan plans and is deter- 
mined to seek legislation to correct 
what it believes to be faulty about their 
tax treatment. Mr. Brown said he could 
not disclose details of what is being 
considered but. was very positive that 
what is contemplated will not harm 
the position of the general run of pol- 
icyholders who borrow on their policies 
for customary purposes. 

Here is the wording of the portion 
of the repert of the NALU federal law 


and legislation committee to which the 
bank-loan adherents objected so stren- 
uously: 

“With respect to the over-all ques- 
tion of the sale of life insurance on the 
bank-loan plan, we simply wish to rec- 
ommend that NALU continue its long- 
standing policy of opposition to such 
sales as not being in the long-range 
best interests of either the great body 
of American policyholders generally or 
the life insurance business. 

“We also repeat our belief that legis- 
lation further restricting the use of 
such plans will be forthcoming in the 
not-too-distant future.” 





Lite of Va. Names 6 Members 


to Field Advisory Committee 

Life of Virginia has named to its 
combination field advisory committee 
for 1956-57 terms Melvin S. Blitch, C. 
D. Rash, J. C. Shields, managers at 
Savannah, Charleston, W. Va., and 
Houston, respectively, J. L. Linemeyer, 
R. A. Wilkins and E. B. Liles, associ- 
ate managers at Detroit, Norfolk and 
Charlotte, respectively. 

Serving a second year on the com- 
mittee are J. A. Kollege, W. J. Sanders 
and A. S. Stearman, managers at An- 
derson, Ind., Chester, S. C., and Miami, 
respectively. 
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His Most Valuable 
Asset, ETC” 


Valuable employees need 2. than an “assembly 
line’ plan of Hospital and Medical Insurance. In ad- 
dition, they require a“sound, liberal Income Plan 
commensurate with,their responsibilities. One that 
will provide security in the event of disability by ac- 
cident or sickness. 

American’s Key Man coverage has been designed for 
ETC*. Each’ prospect presents a different situation and 
each prospect receives individual attention . . 
typeof attention that produces satisfied clients. 
Learn how American Casualty Key Man Insurance 
ican meet the requirements of your choice prospects. 
Even those with as few as 5 employees. Write today 
for complete details. 
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Reading, Pennsylvania 
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Davey of Ind. Warns 
Corporate Agents Not 
to Take Life Commissions 


The license of any corporate agency 
in Indiana which accepts life insur- 
ance commissions by assignment from 
an individual life licensee or by any 
other means will have its agency li- 
cense cancelled permanently, accord- 
ing to a directive issued by W. J. Dav- 
ey, Indiana commissioner. 

Declaring that “there is some evi- 
dence to indicate that some corporate 
insurance agents have violated the law 
of Indiana which prohibits a corporate 
agency from acting as a life insurance 
agent,” Davey reported that the “il- 
legal device’ sometimes used to ac- 
complish such violation is to employ 
an individual life insurance licensee. 
Life companies then pay the commis- 
sions to the individual in compliance 
with the law; but the corporate agency 
or a holding company controlling it 
gets the commissions by assignment 
from the agent. 

The ruling also covers life licenses 
held by officers of corporate agencies 
as well as employes. 

In Indiana, it is legal for a corpora- 
tion to receive commissions from the 
sale of general forms of insurance oth- 
er than life; hence there are a number 
of incorporated general insurance 
agencies in the state and in Indianapo- 
lis, among them, some of the largest. 
Having close contacts with clients, 
these agencies are often able to pick 
up life insurance cases. It has been 
the practice of some of them to employ 
a life insurance agent (or for an of- 
ficer in the corporation to obtain a life 
license) to capitalize on these contacts. 
Davey says the evidence is that in 
some cases, the commissions from such 


sales have been going to the corpora- 
tion by such indirect means as assign- 
ment. 

The directive also pointed out that 
its failure to mention “devices” other 
than assignment by which commis- 
sions go to corporations does not con- 
done or legalize those practices, either. 





10th Anniversary Fete 
to Hail SMU Institute Day 


The mayor of Dallas will officially 
proclaim Nov. 9 as Southern Method- 
ist Insurance Institute Day, marking 
the institute’s 10th anniversary cele- 
bration. 

There will be open house for ex- 
students, sponsors and trustees at the 
Wylie Fincher building at 4 p.m. An 
anniversary banquet will take place at 
Adolphus hotel at which B. N. Wood- 
son, president American General Life, 
will be the principal speaker. 

Newman E. Long, manager Great- 
West Life, is general chairman for the 
celebration. 

Since its founding in 1946, the insti- 
tute has enrolled 1,591 students in bas- 
ic classes and 747 have attended both 
basic and senior classes to receive their 
graduation certificates. 





Lincoln National Officer Named 
to Hemispheric Insurance Parley 

Victor C. d’Unger, reinsurance sec- 
retary of Lincoln National Life has 
been named life discussion group 
chairman of the Hemispheric Insurance 
Conference at Buenos Aires, Nov. 19- 
26. He previously served the group as 
co-chairman in Rio de Janeiro, in 1954 
and in Santiago, Chile, in 1956. He has 
been an advisor of the Hemispheric 
Conference committee of the U 
‘Chamber of Commerce since the first 
committee meeting in 1946. 
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WERE BUILDING IN THESE STATES... 
} IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAI 


oe L.LC.A. Policies are Contin with unusual 
xs selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 


to face amount 
death benefit during period (20 years) in 


A hard-hitting, sales producing program 
The modern, up-to- 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 






More Contracts 

10 pay Life * 20 pay Life * 30 pay life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
* 5 types of endowment * 2 types of re 
tirement * 9 juvenile plans * mortgoge 
policy * convertible term * accident and 
health * Hospitalization. 


Wore Aosistance 


We have an outstanding Assistance plon 
— affords you unlimited earning 

ties. We give you the backing and whole 
hearted support for positive success. 


Wore Money For You 

This is truly a “ground floor” opportunity. 
L.ILC.A.'s vigorous program of agenty 
building offers outstanding opportunities 
for both types of general agents — pre 
ducing and organizing. Wonderful brot 
erage and surplus agreements! You co 
make money with L.I.C.A. 


. returns all 


Telephone: Olympia 4-2474 
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COMPANY & AGENCY CHANGES 





New England Life 


G. E. Perino, auditor, has been pro- 
moted to controller in charge of the 
newly-formed controller’s division, 
which incorporates the accounting and 
auditing department, the budget de- 
partment and Lewis Bishop, tax anal- 
yst. E. Robert McLellan, director of 
agency operations and finance, has 
been named director of fiscal opera- 
tions in charge of the accounting and 
auditing department. William M. Finn 
has been promoted to manager of the 
budget department. Also promoted 
were Edward T. Byrne to assistant 
auditor in charge of the department’s 
tax work, George B. Heath to super- 
visor of accounting, William J. Troup 
to office supervisor, Donald F. Ryan 
to supervisor of auditing, Joseph E. 
Goulart to consultant in agency office 
practices, Gordon L. Heath to super- 
visor of expense analysis, and Mrs. 
Elizabeth M. Sullivan to supervisor of 
the cash section. 


Ohio National Life 


Grant Westgate, agency vice-presi- 
ident, has been elected to the Ohio Na- 
tional board. Mr. 


Westgate joined 
the company in 
1930 as general 


agent at Kalama- 
zoo, Mich. He be- 
came a home of- 
fice supervisor in 
1931, assistant su- 
perintendent of 
agencies in 1933, 
and superintend- 
ent of agencies in 
1945. Three other 
Ohio National . 
promotions have been approved. Paul 
E. Martin, formerly actuarial vice- 
president, is now administrative vice- 
president, and charged with coordinat- 
ing all home office administrative de- 
partments, including actuarial, ac- 
counting, and underwriting functions. 
He joined the company in 1946 as ac- 
tuarial assistant, was named actuary 
in 1948, and associate actuary in early 
1949. Later in 1949 he was appointed 
actuary. Mr. Martin is a fellow of So- 
ciety of Actuaries. 

- William H. Breeze has been advanc- 
ed from associate actuary. A fellow 
of Society of Actuaries, he joined the 
company in 1948. Paul C. Cowan, who 
joined the company in 1954 as assist- 
ant actuary and who has been in 
charge of technical matters connected 
with the company’s current develop- 
ments in the pension trust and group 
fields, has been assigned the title of 
group actuary to better describe his 
duties and area of authority. 


Provident Mutual 


Richard C. Bond and Charles E. In- 
gersoll have been elected directors. 
Mr. Bond, president of John Wana- 
maker-Philadelphia since 1952, fills 
the vacancy created by the death of 
Andrew J. Davis, former vice-presi- 
dent of Provident Mutual. Mr. Inger- 
soll, chairman of Kansas, Oklahoma & 
Gulf Railway Co. and president of 
Muskogee Co., succeeds Philip H. Co- 
oney, who resigned. 


Connecticut General 


George H. Gardner and Donald S. 
Wean Jr. have been named district 
sroup managers at Buffalo and Cin- 
cinnati, respectively, David E. Jeffery 
Jr. group manager of the new branch 
in Scarsdale, N. Y., and Donald H. Le- 
ber assistant group manager in New- 
ark. Mr. Gardner has been a group 
Manager in New York City. Mr. Wean, 

. Jeffery and Mr. Leber have been 
Special group representatives in Phil- 
adelphia, Buffalo and Cleveland, re- 
spectively. 


Grant Westgate 





Home Life of Philadelphia 


George L. Knowles, assistant vice- 
president in charge of underwriting 
since 1953, has been appointed vice- 
president. 


Guardian Life 


Earl W. Cryer and Thomas B. Gro- 
gan have been appointed agency di- 
rectors. Mr. Cryer, a CLU, entered 


the business in 1940. He joined Guard- 
ian as field training assistant in 1953 





Earl W. Cryer Thomas B. Grogan 


and was advanced to director of field 
training in 1954. Mr. Grogan entered 
the business in 1946 and joined the 
company as assistant agency director 
in 1955. Their new appointments were 
reported on page 22 in the Oct. 5 edit- 
ion of THE NATIONAL UNDERWRITER, and 
the names accompanying their photo- 
graphs were erroneously transposed. 


Equitable Society 


_As part of a group field reorganiza- 

tion, Frank S. Sayers has been pro- 
moted to account manager in the home 
office, Donald J. Quaid to divisional 
group manager of the middle Atlantic 
group field department and George M. 
Whitmyre to assistant manager of the 
middle Atlantic department, with 
headquarters in Pittsburgh. Mr. Say- 
ers, with the company since 1929, has 
been associate manager in the east 
central group field department. Mr. 
Quaid, a CLU, was in the treasurer’s 
department for 17 years until 1947, 
when he became service supervisor in 
group annuities at New York. Mr. 
Whitmyre joined the chashier’s de- 
partment in Pittsburgh in 1932 and has 
been divisional group manager for 
three years. 

William E. Blevins has been named 
employment manager in charge of em- 
ploying salaried personnel at the home 
office. He joined the company as a 
student in the administrative training 
course in 1951 at Columbus, O., and 
has been assistant manager of the per- 
sonnel department’s education and 
training division since 1954. 

Appointed to newly creasted city 
mortgage regional managerships were 
Reuben G. Carlson, Willis M. Holtum, 
Kent R. Mullikin and Robert S. Wil- 
kerson in the central, western, eastern 
and southern divisions, respectively. 
They have been local loan supervis- 
ors. Their promotions represent some 
decentralization of the city mortgage 
department operations. 

Adolph J. Englund has been ap- 
pointed assistant superintendent of 
the group insurance actuarial bureau. 
He joined the company in 1927 and 
became supervising statistician of the 
group underwriting bureau in 1953. 
In June, he joined the group actuarial 
bureau, where he works on adapting 
electronic data processing equipment 
to group statistics. 


Massachusetts Mutual 


Howard G. Lundberg and A. Carlyle 
Talmadge have been named associate 
comptrollers, Robert L. Anderson asis- 
tant financial secretary, and Millard 
H. Bennett manager of the cashier’s 
department. Mr. Lundberg joined the 
company in 1928, becoming manager 
of the auditing department in 1949 and 
assistant secretary in 1951. Mr. Tal- 
madge joined the accounting depart- 


ment in 1925, becoming manager in 
1940 and assistant financial secretary 
in 1953. Mr. Anderson joined the com- 
pany in 1930 and was named cashier 
in 1954. Mr. Bennett joined in 1935 and 
has been assistant cashier since 1954. 


Southland Life 


Three appointments to the board 
have been made. They are: Austin F. 
Allen and George R. Jordan Jr., both 
of Dallas, and B. Lynn Sanders SJr., 
Corsicana, Tex. W. S. Dorset, Sher- 
man, Tex., a board member, has been 
elected to the executive. committee. 
Mr. Allen is president of Employers 
Casualty and Texas Employers Insur- 
ance Assn. Mr. Sanders is owner of 
three wholesale grain and seed com- 
panies in the southwest. Vice-presi- 
dent and actuary of Southland Life, 
Mr. Jordan is an associate of the So- 
ciety of Actuaries. 


Gulf Life 


John W. Clarke, vice-president and 
chief actuary of Pan-American Life 
for the last three years, has been ap- 
pointed vice-president of Gulf Life. 
Mr. Clarke started in insurance in 1937 
with Travelers in the actuarial de- 
partment, advancing to assistant vice- 
president with that company. Mr. 
Clarke is a fellow in Society of Ac- 
tuaries and Casualty Actuarial So- 
ciety. 


Northwestern National Life 


Dan D. McLaughlin has been ap- 
pointed agency director and E. P. 
Balkema chief administrative officer 
of the agency department. Mr. Mc- 
Laughlin, sales director since 1954, 
will be in charge of the agency pro- 
gram including sales, recruiting and 
training of agents, and development 
of field management personnel. Mr. 





E. P. Balkema 


D. D. McLaughlin 


Balkema, former manager of agencies, 
has been with the company since 1928 
and was the originator of leadership 
training conference for National Assn. 
of Life Underwriters officers. 


Old Republic Life 


Daniel T. DeWald has been named 
director of a new special risk division 
at the Chicago home office. Mr. De- 





TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 


—Lower rates 
—New Policy Plans 
—Greater Opportunities 


—Low cost protection 
—Understandable policies 


For comparisons at a glance—ask 
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—Ability to provide the extra services they need. 
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We are talking about further expansion. 
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Wald will be succeeded as manager of 
the company’s New York City regional 
office by Adrian L. Wise, former re- 
gional representative at Greensburg, 
Pa. 


Occidental of California 


Five promotions have been made in 
the company’s group division. They 


are: 

Paul W. Fife, acting regional group 
manager in San Francisco, to regional 
group manager; Robert B. Hall, associ- 
ate regional group manager in Los An- 
geles, to regional group manager; Rob- 
ert L. Bevis, assistant regional group 
manager in Los Angeles, to associate 
regional group manager; Gordon E. 
Simpson, group sales representatives, 
to assistant regional group manager in 
Los Angeles; and Irving Allen, assist- 
ant regional group manager at Boston, 
to manager of the company’s new 
group sub-office in Baltimore. 


United Life & Accident 


Andrew Vogt has been appointed 
assistant actuary. He has been in ac- 
tuarial work with Dominion Life for 
six years. He is an associate of Society 
of Actuaries and a member of Canadi- 
an Assn. of Actuaries. 


Ohio State Life 


Henry W. Turner Jr. has been ap- 


pointed supervisor of group sales and 
services. He has been in group work 


for six years. 
Prudential 


C. Richard Baughman has been pro- 
moted to staff manager at Springfield, 


Ill. He joined the company in 1954. 
Franklin Life 


Robert L. Sil- 
ver, Maysville, 
Ky., has been ap- 
pointed general 
agent for southern 
Ohio and northern 
Kentucky. He for- 
merly was. with 
Comm oOo n- 
wealth Life. 


R. L. a 
United States Life 


Eastern Insurance Agency, Inc., has 
been named general agent in Boston. 
Frank McLucas is president of the 
agency, William T. Donahue is vice- 
president and sales manager, and Rich- 
ard H. Foster is treasurer. Mr. Mc- 
Lucas entered the business as a broker 
in 1951 and incorporated the agency. 
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For complete information, address: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
New York, 588 Fifth Avenue, 
JU 6-5500; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 

77 West Washington Street, 
RA 6-0625; Washington, D. C., 
investment Bldg., RE 7-2642. 
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The Greenbrier offers an outstanding 
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location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 
The Greenbrier world-renowned as 


America’s Informal Business Capitol. 


nbuice 





Great-West Life 


Great-West has made three admin- 
istrative changes in its group field or- 
ganization, W. Preston Gilbride, Tor- 
onto, eastern group manager, will now, 
in addition to his present responsibil- 
ities in eastern Canada, assist in the 
direction of the company’s group op- 
erations in Michigan and northern 
Ohio. 

A. S. Boxer, formerly Montreal 
group supervisor, has been appointed 
regional group manager. In his new 
capacity he will assist in the direction 
of group offices in Halifax, Philadel- 
phia and Newark, in addition to su- 
pervising operations in the province of 
Quebec. | 

J. A. Churchman has been advanced 
from Chicago group supervisor to re- 
gional group manager. In addition to 
supervising group operations in IIli- 
nois, he will now assist in the direct- 
ion of offices in Minneapolis, Cincin- 
nati, St. Louis and Indianapolis. 

Mr. Gilbride joined the company in 
1933 at Toronto, Mr. Boxer in 1938 at 
Saskatoon Sask., and Mr. Churchman 
in 1942 at Chicago. 


Aetna Life 


H. Horton Humphrey, general agent 
at Newark since 1947, has resigned, 
effective Nov. 30. He entered the busi- 
ness in 1935, joined Aetna as a super- 
visor at Baltimore in 1942 and later 
became general agent at Providence. 


Manufacturers Life 


A branch office has been established 
at Boise, Ida. Charles B. Daiger has 
been named manager with temporary 
headquarters in the Sonna building. 
Mr. Daiger, who will head up the de- 
velopment of a sales organization in 
Idaho for Manufacturers, will later lo- 
cate permanently in the First Security 
Bank building in Boise. He has been 
in insurance since 1951. 


Pan-American Life 


Loyd Sparks has 
been named 
general _ agent 
at Wichita. He 
was with Atlas 
Life while attend- 
ing college, went 
with Guarantee 
Mutual in Tulsa 
in 1940 and joined 
Penn Mutual as 
district manager 
in Tulsa in 1950. 
He rejoined Guar- 
antee Mutual as 
regional manager 
two years later. 


Berkshire Life 


W. Selden Steiger has been named 
brokerage manager of the Schenkel- 
berg agency in Cleveland. He entered 
the business with Midland Mutual at 
Columbus, O., in 1948 and was named 
general agent of Massachusetts In- 
demnity at Cleveland in 1950. 

The David Agency, Inc., has been 
appointed general agent in Minneapolis. 
Philip M. David, president, has been 
with the 50-year-old general insur- 
ance agency since 1929. Manager of 
the life department is Bradford D. 
Finch, in the business since 1946 and 
past president of Minneapolis Assn. of 
Life Underwriters and the local CLU 
chapter. 


Massachusetts Mutual 


Carl F. Tagge, assistant general agent 
of the Jordan agency in Chicago, has 
been named general agent at Houston. 
George H. Adams, acting manager at 
Houston for 20 months, will remain 
with the agency as assistant general 
agent. Mr. Tagge has been in the busi- 
ness nine years. 


Lincoln National 


Howard G. Baker has been appoint- 
ed assistant general agent in the Wood 
agency of Lincoln National at Chicago. 
Mr. Baker has had 23 years of experi- 
ence in the life business and in recent 
years has specialized in life brokerage 





Loyd Sparks 


Washington National 


Twenty-two new group field repre- 
sentatives of Washington National 
have been assigned territories follow- 
ing their completion of the company’s 
group insurance course. 

The representatives and their as- 
signments are: Robert D. Banister and 
William A. McLellan, Boston; Peter D, 
Barkley and Kenneth H. Jacoby, Mad- 
ison, David A. Beebe and David G, 
Gadsin, Indianapolis; Jesse P. Brown 
and Ferrell E. White, Atlanta; Richard 
C. Dooley, San Francisco; David C, 
Graham, New Orleans; Thomas J, 
Grant, Detroit; C. Eldon Harlow, Om- 
aha; Charles R. Morey, Richmond; 
John R. Musgrave, Seattle; John W. 
Schiffbauer, Pittsburgh; Robert L, 
Schmitke, Trenton; John E. Sillman, 
Minneapolis; Terrance Q. Snider, Ak- 
ron; Carroll D. Swanger and Jerry L, 
Moore, Charlotte, N. C.; Stewart Ul- 
rich Jr., Los Angeles; and Weldon R. 
Walker, Coral Gables, Fla. 


Occidental of California 


William T. Gray has been appointed 
assistant brokerage manager at St. 
Louis for Occidental. 


Pilot Life 


Jack S. Dugger has been appointed 
general agent at Nashville. He former- 
ly was with Occidental Life. 


National Fidelity Life 


Frederic B. Arch has been appointed 
general agent for central Indiana. 


RECORDS 


EQUITABLE OF IOWA—New paid 
for life business at the end of the 
first quarter of this year showed a 
5.2% increase over the corresponding 
period last year, resulting in the great- 
est first nine months in the history of 
the company. September paid for pro- 
duction amounted to $10,331,637, a 
gain of 3.3% over September, 1955, 
and brought the total for the first nine 
months to $111,182,504. Life insurance 
in force at the end of September was 
$1,471,145,288. The Smart agency of 
Detroit led all agencies of the com- 
pany. 

GUARANTEE MUTUAL LIFE—A- 
nother sales record was established in 
September with Life sales up 22.2% 
over September last year. Life gains 
for the first nine months of this year 
are 21.2% above the same period in 
1955, and A&S sales are up 32% over 
the first nine months of 1955. The 
Knutson agency of Portland, Ore., was 
the leading agency for September and 
H. M. Krupinsky, Fremont, Neb., was 
the leading agent for the month. 


NORTHWESTERN MUTUAL LIFE 
—The Kearns agency won first place 
in the company’s “Western Round-Up” 
sales competition among nine general 
agencies and five western states. Gen- 
eral agent John S. Kearns and four 
of his leading agents, Dennis De Mar- 
ia, J. V. Hart, George Weidemier, and 
Jack W. Burris, were honored recent- 
ly when other “Western Round-Up” 
sales leaders from Utah, California, 
Oregon, Washington and Arizona ga- 
thered at Del Monte Lodge, Pebble 
Beach, Cal. 


OLD LINE LIFE—Production of $3,- 
066,430 set a new sales record for one 
month in September during a “Mil- 
lion for Mearl” campaign in honor of 
President Mearl F. Ryan. Old Line 
Life also showed a 66% gain in new 
business for the nine months of this 
year over the same period last year. 


JEFFERSON STANDARD — Life 
sales in the first nine months totaled a 
record $165,104,976. Insurance in force 
rose to $1,552,150,242, up a record 
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Illinois A&S Forum 
Hears Walker Speak 
on Substandard A&S 


Charles N. Walker, associate actuary 
of Lincoln National Life, spoke at the 
first fall meeting of Illinois Accident & 
Sickness Underwriters Forum on sub- 
standard accident and sickness insur- 
ance. 

Mr. Walker said that the aim in 
writing A&S on the substandard basis 
is to make it available to as many 
people as possible at as fair and rea- 
sonable a price as is consistant with 
sound business principles. Most of the 
substandard policies issued by his com- 
pany, he said, are issued to provide 
full coverage rather than with elimi- 
nation riders. Some impairments— 
especially those presenting elective 
disability or surgical hazards, such as 
hernia—still require the use of elimi- 
nation riders but most do not. “We are 
issuing policies to applicants with phy- 
sical impairment ratings ranging from 
25% to 300% above standard level,” he 
said. 

Mr. Walker pointed out that all too 
often exclusion riders become vague 
in intent, becoming more an exercise 
in semantics than giving the company 
safeguards it needs and expects. “You 


are all aware of the difficulty in de- 
veloping riders for individual cases 
which are clear in intent and are si- 
multaneously sufficiently comprehen- 
sive to protect the company and suf- 
ficiently narrow in scope to be properly 
acceptable to the policyholder.” 

The 52 members attending the din- 
ner participated in a lively question 
and answer period during which Mr. 
Walker said that the program was only 
in the experimental stages and he did 
not have any statistics to give. 

Walter Letzsch, Central Standard 
Life, announced that there are now 56 
members of the forum representing 21 
companies. Edward Ryan, Municipal, 
introduced Mr. Walker. 





Va. A&H Assn. Honors 
Leading A&S Producers 


Awards to qualifiers for Leading 
Producers Round Table of Interna- 
tional Assn. of Accident & Health Un- 
derwriters were presented at the first 
fall meeting of Virginia Assn. of Acci- 
dent & Health Underwriters in Rich- 
mond. 

Plaques were awarded to Clyde H. 
Carter, Charles Fields and St. George 
Grinnan Jr., all of North America As- 
surance of Virginia Robert Hines and 
Marcell Piller, both of Mutual Benefit 
H&A, and Fay F. Cline, Travelers. H. 
Stanley Marmaduke, Atlantic Life, 
president of the association, intro- 
duced committee chairmen who dis- 
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TAYLOR AND TAYIOR 


CONSULTING ACTUARIAL AND 
IBM STATISTICAL SERVICE 


814 American Bldg. 
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Mich. to Study Extending 
Blue Shield Benefits 


The Michigan State Medical society 
has authorized creation of a special 
committee to study the possibility 
of extending Blue Shield activities to 
care outside of hospitals. 

An 11-month study of the tentative 
plan is to be undertaken, with the 
committee co-operating with Blue 
Shield executives. Authorization for 
the study was provided in a resolution 
adopted which asks that the committee 
“explore the possibility of a compre- 
hensive pre-paid deductable and/or 
co-insurance contract” covering home 
medical or surgical care. 

Dr. J. E. Livesay of Flint, who will 
name the committee, said the plan 
would “include the diagnostic proce- 
dures . . . not included under present 
contracts, such as X-rays and labora- 
tory work.” 





D. C. A&S Assn. Elects Ralph 


District of Columbia A&H Under- 
writers Assn. has elected J. B. Ralph, 
Paul Revere, president; Frank Fuqua, 
Fuqua agency, secretary; Sidney Seres, 
Alton agency, treasurer; Frank Busbee, 
Massachusetts Protective, Joseph Bel- 


fiore, World, Frank Carbo, Mutual 
Benefit H&A, and Daniel Sullivan, In- 
surance Inspection bureau, directors. 


Texas A.&H. Assn. to Hold 


Round-Robin Sales Congress 


Texas Assn. of A.&H. Underwriters 
will hold its annual sales congress Dec. 
3-5. The meeting will open at the Bak- 
er hotel in Dallas, move on to the Ben 
Milam hotel in Houston and close at 
the Gunter hotel in San Antonio. 

Speakers scheduled for the meeting 
are John Sain, associate agency direc- 
tor of American General Life; Russell 
Moore of Michigan State university, 
and S. L. Horman, vice-president of 
Time of Milwaukee. 











Okla. Home Office Underwriters 


Hold First Meeting of Season 

Howard Austin, Mid-America Life, 
president of Oklahoma Home Office 
Life Underwriters Assn., presided at 
the first meeting of the group this 
fall in Oklahoma City. Miss Lenora 
Carr, Globe Life & Accident, modera- 
ted a case clinic to review various 
methods of handling unusual life in- 
surance risks. Each of the companies 
represented and introduced one or 
more cases for consideration. 
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Consulting Actuaries 
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losing. 


REDUCED PREMIUMS, Increased Settlement Options, 


new policies, pace-setting underwriting — are all 













announced and explained in Postal’s latest news- 


making bulletin. Just ask for it. 


This monthly information could be very valu- 
able to you in helping you place some of your 


business... perhaps some of the cases you are now 


Write today for the new “Postal Herald” — or 
pick up the phone and call the Postal Life General 
Agent nearest you. You'll be glad you did! 











General Agency Opportunities in Upper New York and Conn. 


POSTAL LIFE 
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NOW...OVER ‘14 BILLION 
OF LIFE INSURANCE 


California-Western States Life 
Insurance Company / 


























One of the Nation’s Strongest 









By Any Standard of Comparison 





OPPORTUNITY—fFor men now active, under 
age 45, as salaried regional supervisors, gen- 
eral agents, or state agents. Salary, commis- 
sions, expenses, incentive bonuses. 


TERRITOR Y—lowa, Kan., Minn., Mo., Neb., N. D., Okla., 
S. D. 
States added in 1955-56: Ark., Colo., Ill., Ind., Ore., 
Utah, Wash. 


if interested as a broker, general agent, or 
supervisor, write to Wylie Craig or 
Bennett Taylor, Vice Presidents. 


W. RALPH JONES Arecczont 
KANSAS CiTy 6, MISSOURI 
LIFE, ACCIDENT AND HEALTH, HOSPITALIZATION, GROUP 























POLICYHOLDER APPROVAL 


Employee and employer . . . those in the profes- 
sions .. . in business . . . the entertainment field . . . 
all recognize and endorse the insurance programs and 


services of The Union Labor Life Insurance Company. 


We take justifiable pride in the fact that many 
prominent Americans, in all fields of endeavor, are 


numbered among our insureds. 


This approval of our Company and the approval of 
all our policyholders is demonstrated by the trust and 
confidence they have placed in our insurance counsel 
and their ready endorsement of our facilities to those 
contemplating the one certain way of gaining a fair 


share of financial security. 











THE UNION LABOR LIFE INSURANCE COMPANY 
200 East 70th Street 
New York 21, N.Y. 
EDMUND P. TOBIN, PRESIDENT 
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Optimism Marks ALC Annual Meeting 





Tight Money Has 
Bright Side for 
Insured: Bryan 


Checks Inflationary Wave, 
Helps Preserve Value of 
Life Insurance Payments 


From the standpoint of the policy- 
holder, the recent tightening of money 
rates: is. by no means an unmitigated 
evil, said Joseph M. Bryan, chairman 
of Pilot Life and senior vice-president 
of Jefferson Standard Life, in his pres- 
idential address at the opening general 
session. of American Life Convention 
at the Edgewater Beach hotel, Chicago. 

The recent upsurge in interest rates 
has probably been the most important 
current economic change for the life 
insurance business and it also means 
such to the policyholders, he said. 

“Tight money,” he said, “is one of 
the most effective brakes available in 
keeping the price level stable and sav- 
ing us from the evils of an inflationary 
spiral. Nothing is of more importance 
to our policyholders. To preserve the 
purchasing power of the dollars en- 
trusted to us by them is a first con- 
cern to us as their stewards. To the 
extent that tight money preserves the 
vitals of our business, that it helps to 
maintain the comfort of our benefici- 
aries, and to the extent that it keeps 
intact the widow’s mite, we welcome 
it.” 

_ s e 

Mr. Bryan noted that the new eco- 
nomic climate will have important ef- 
fects on investment policies of life 
companies. Because of the character of 
their commitments and the limitations 
on the kinds of property in which they 
may invest their funds, life insurance 
companies are not in a position to take 
much advantage of the possible shifts 
between debt and equities that are 
available to some other types of in- 
stitutional investors. 

The past 25 years have seen a revo- 
lution in the mortgage lending field, 
Mr. Bryan went on. Because of the 
replacement of privately-guaranteed 
loans by amortization the life compa- 
nies are now in the position of having 
a liquid rather than a frozen asset. 

“A considerable proportion of our 
mortgage portfolios roll over in a com- 
paratively short period and the repay- 
ments have been of such volume that 
we are permitted to direct a substan- 
tial part of these funds into the most 
Vigan of these channels” he 
said. 

The recent bond market has dis- 
closed a new phenomenon—the unus- 
ual situation of large corporate bor- 
Towers with first class credit that are 
either postponing issues of new secur- 
ities or are offering coupon rates that 
would have been unknown yesterday, 
Mr. Bryan continued. 

“There is no doubt that many con- 
cerns have been discouraged at the 
cost of capital and have postponed or 
cancelled plans for expansion of oper- 
ations. When the law of supply and de- 
mand operates in this way the infla- 
tionary trend is dampened—the econ- 
omy is held in reasonable check—and 
So the pressure on production facilities 

(CONTINUED ON PAGE 28) 


From North Carolina to Ohio 





John A. Lloyd (right), president of Union Central Life, the new president of 
American Life Convention, receives the symbol of office from his predecessor, 
Joseph M. Bryan, chairman of Pilot Life and senior vice-president of Jefferson 


Standard Life. 








New Sales Record for ‘56, Topping 
$50 Billion, Forecast by Adams 


More than $50 billion of life insur- 
ance will be sold during 1956 for a new 
record, Claris Ad- 
ams, executive 
vice-president and 
general counsel of 
American Life 
Convention, said 
in his report to 
the ALC at its an- 
nual meeting in 
Chicago at the 
Edgewater Beach 
hotel. 

The $50 billion 
figure is almost 
24% times the vol- 
ume of new business placed 10 years 
ago, Mr. Adams said. Benefit payments 
will approach $6 billion—more than 
twice the total of 1946. The 1956 assets 
of life insurance companies will ex- 
ceed $95 billion, a gain of more than 
$5 billion for the year. 

In terms of protection for American 
families, life insurance in force at the 
end of the year will total 400 billion 
dollars, Mr. Adams said. This is twice 
as much as the amount outstanding 
at the end of 1948 and four times the 
aggregate of life insurance in 1936. 

He pointed out, however, that while 
the totals are large the average pro- 
tection per family comes to slightly 
over $7,000. 

“In the most prosperous era in the 
history of our nation, family protec- 
tion through life insurance represents 
only a fraction more than the average 
family income for one year,” he said. 
“It is less in proportion to the income 
in the United States than it is in Can- 
ada, and less than it was in this coun- 
try 15 years ago. These figures pre- 
sent a continuing challenge to Ameri- 
can life insurance companies to see 
that our population is adequately 
insured.” 





Claris Adams 


Mr. Adams reported that mortality 
experience of the life companies for 
the first six months of 1956 is some- 
what higher than it was last year or 
the year before, although mortality re- 
mains at a_ satisfactory level. Prob- 
ably, he added, operating costs have 
increased slightly. 

e e e 

As a principal reservoir of the peo- 
ple’s savings and as a major source of 
funds for long-term investments, life 
insurance is currently a beneficiary of 
sharply stepped-up interest rates. But, 
Mr. Adams pointed out, since life in- 
surance resources are constantly kept 
invested principally in long term se- 
curities, portfolios do not turn over 
rapidly, and as a consequence, the full 
impact of current investment oppor- 
tunity is felt only partially at present. 

“The net over-all investment income 
is substantially under present inter- 
est levels,”” Mr. Adams said. “However, 
the effect of higher interest rates is 
an appreciable factor in the present 
reduction of costs to life insurance 
policyholders. 


“In fact, one of the features of the 
last two or three years is the evident 
connection between interest rates and 
the cost of life insurance to the pub- 
lic, as evidenced by increased divi- 
dend scales and the rash of competi- 
tive policies which have been newly 
issued by practically all companies. Of 
course, this definite trend toward 
cheaper life insurance protection for 
the people has been offset in part by 
increased federal income taxes and 
will be affected more if heavier im- 
positions are placed on policyholders.” 

In his report on ALC membership, 
Mr. Adams said that the ALC now has 
251 companies as members, domiciled 
in 44 states, the District of Columbia 
and three provinces of Canada. 


John Lloyd Elected — 
President, 5 Added 


to Executive Group 


Craig, Evans, Holmes, 
Kalmbach, Morgan Fill 
Posts on Top Committee 


By ROBERT B. MITCHELL 


Reflecting the high level of pros- 
perity prevailing in the general econ- 
omy and in life insurance, the annual 
meeting of American Life Convention 
in Chicago this week was marked by 
an exceptionally cheerful, optimistic 
atmosphere. As always, there were 
problems to be solved; but there was 
no evidence that any of them was 
looked upon as critical or even con- 
troversial. 

The nearest thing to a disquieting 
note was the yet-unsolved problem of 
tinding a life company income tax 
formula satisfactory to Congress and 
the companies, but even this failed to 
intrude itself to any extent on the gen- 
eral feeling that the life insurance 
business is in a sound, expanding, pro- 
gressive and highly satisfactory con- 
dition. 

In fact, if anything could be called 
an intrusion, it was the world series 
baseball games. “If you can’t lick ‘em, 
join ‘em,” was the principle that was 
followed. The programs were sus- 
pended while the series was viewed on 
television in the meeting rooms. One 
advantage of this was all hands were 
assembled and ready for business as 
soon as the set was turned off. 





OFFICERS ELECTED 

President: John A. Lloyd, president 
Union Central Life. 

Executive Committee Members: 

Edwin W. Craig, chairman National 
Life & Accident. 

Richard B. Evans, president Colonial 
Life. 

G. L. Holmes, president Manufac-. 
turers Life. 

Leland J. Kalmbach, president Mass- 
achusetts Mutual Life. 

David M. Morgan, president. North- 
ern Life of Seattle. 

Joseph M. Bryan, the retiring presi- 
dent, continues on the board for two 
more years. 





Even more traditional than the 
world series at ALC time was the an- 
nual breakfast given by Business 
Men’s Assurance in honor of the new 
president of National Assn. of Life Un- 
derwriters, who this year is A. Jack 
Nussbaum, agent of Massachusetts 
Mutual Life at Milwaukee. The talks 
will be reported in next week’s issue. 

There was an unusually large at- 
tendance by mid-week, with prospects 
that it would run about 900—not a re- 
cord but not far from it, either. There 
were many wives on hand and some 
five social events were arranged for 
them. 

The first general session, Wednesday 
morning, opened with the presidential 
address of Joseph M. Bryan, chairman 
of Pilot Life and senior vice-president 


Jefferson Standard Life, whose talk is 
(CONTINUED ON PAGE 28 
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ALC LEGAL SECTION TOLD: 


Many Aviation Clauses Not Holding up 
in Court, ‘Careful Rewriting’ Needed 


Many of the current aviation exclu- 
sion clauses are not standing up in the 
courts and there is need for a careful 
rewriting of such provisions in the 
most carefully chosen words, with re- 
gard for current statutory controls and 
with saving-clauses to protect against 
known pitfalls. 

This was the advice of O. F. Jones 


Jr., general counsel of Amicable Life 
of Waco, Tex., at the meeting of the 
ALC Legal Section during the annual 
meeting of the ALC in Chicago this 
week. 

“The blocked, outline type of form, 
with numbered separate paragraphs or 
phrases, seems less vulnerable to the 
charge of ambiguity,” he said. “The 





and supervision. 





‘*Sales Aids”’ 


Federal Life's ‘sales aids” include a complete 
line of Life and A & H policies backed by a 
‘strong and progressive’ 57-year-old Chicago 
company plus above average commissions and 


bonuses, vested renewals, and planned training 


Federal Life 


Insurance Company 


Chicago, Illinois 








form should carefully define the status 
of the insured, the risk, the place and 
the time, as well as other specific cir- 
cumstances required to be either pres- 
ent or absent. The words used should 
be subject to only one definition, or, to 
the contrary, should be all-inclusive, 
as the particular situation requires.” 

One of the prime reasons for this 
new look at aviation clauses is the 
manner in which several cases have 
been decided in favor of the insured 
on the basis of ambiguity in the con- 
tract. In one example cited by Mr. 
Jones, the court decided that the word 
“service” in the phrase “travel, serv- 
ice or flight in an aircraft” related only 
to “military service” ‘although this kind 
of service had nothing to do with the 
case since the insured died as the pilot 
of his own plane in a crash. 

“The court further stated that if its 
reasoning on the matter was in error, 
then the clause was ambiguous,” said 
Mr. Jones. 

Kenneth Teasdale, general counsel 
of Mutual Savings Life of St. Louis, 
said that today the estate planner must 
consider with his client the advisabil- 
ity of removing insurance proceeds 
from the estate of the insured by “in- 
ter vivos” transfer of the incidents of 
ownership. 

“If this removal is deemed advisable 
(in spite of the loss to the insured of 
the economic benefits derived from 
ownership of the policies), it must be 
decided whether to transfer the poli- 
cies to the spouse, the children or a 
trustee,’’ Mr. Teasdale said. 

“If a transfer is made of policies 
which are not paid up, and the insured 
is to continue paying the premiums, 
the estate planner must keep in mind 
that the gift tax on annual premiums 
must be added to the cost of transfer 
in estimating the total cost of remov- 
ing the proceeds from the insured’s 
gross estate. 

“Even when the transfer to a trustee 
constitutes a gift of a future interest, 
and thus deprives the insured of an- 
nual exclusion benefits, the total cost 
of transfer should be substantially less 
than the resulting tax burden, should 
the proceeds be included in the estate 
of the insured, or included in the estate 
of a surviving spouse having a sub- 
stantial individual estate.” 

Interpleader is a much used and 
much needed escape from the cross- 
fire of claimants to life insurance mon- 
ey, said Thomas P. Patterson, vice- 
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IS YOURS A TWO-WAY STREET? 


Is your team pulling in the same direction? Or are you frequently asked to fight 
it out alone? Progress comes from a free interchange of initiative and ideas. We 
make it a point not to follow our fieldman’s every move—but we do believe in giving 
all the support and encouragement necessary to help him do the best possible job. 
In short, Western Life acknowledges the agent’s point of view. We know that team- 

play makes your sales effort easier and more productive. Our fieldmen know it pays 
a bigger dividend in earnings, recognition and peace of mind. If you like your 
independence, backed up by friendly support, let’s talk things over. Ours is a two- 
way street, with exceptional opportunities every step of the way. 
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LEE CANNON, Agency V.P. 
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Among early arrivals at the ALC 
convention in Chicago were, left to 
right, James Brace, Alison & Co, 
Beverly Hills, Cal.; Ray H. Peterson, 
president, of Pacific National Life, and 
C. W. Wilkins, vice-president of Pa. 
cific National. 





president and counsel of Western Life 
of Montana. He warned that “while it 
is often the quite natural inclination of 
company counsel to attempt to adjust 
alleged adverse claims without resort 
to court action, they should be con- 
scious of the time involved in their 
attempts at diplomacy, being ever 
mindful of the results of a sustained 
charge of laches” (the legal term re- 
ferring to neglect to do a thing at the 
proper time). 

Life companies should continue to 
regard with utmost suspicion any 
claim for the payment of the proceeds 
of a community property policy sub- 
mitted by a beneficiary other than the 
surviving spouse, said Paul M. Roca, 
vice-president and general counsel of 
Commercial Life of Phoenix. 

Several states allow the company to 
discharge its obligation by. making pay- 
ment to the designated beneficiary un- 
less it has received prior written notice 
of a claim from someone else. But Mr. 
Roca pointed out that in spite of these 
statutes there are relatively few court 
decisions upholding them and he asked 
whether it is not “within the realm of 
payment statutes may be _ stricken 
down as a violation of due process.” 

Probably the most interesting and 
most important litigation to the whole 
insurance business at present is the 
litigation arising out of the Federal 
Trade Commission’s activities in the 
field of A&S advertising, the assistant 
general counsel of the American Life 
Convention, C. Clark Bryan, reported. 
Though the first of these cases to be 
appealed is American Hospital & Life, 
“due to a strange set of circumstance, 
it now appears possible that the Na- 
tional Casualty Co. case or the Fire- 
man’s Fund Indemnity Co. case may 
be reached before the American Hos- 
pital case. I understand that the print- 
ing of the record in the latter case has 
been delayed and may be finished by 
Dec. 1, at which time the company has 
30 days in which to file its brief and 
the FTC 20 days thereafter in which 
to reply. That takes the argument well 
into January. Consequently, it seems 
possible that we may have to file our 
amicus curiae brief in the National 
Casualty case instead of the American 
Hospital case.” 

Edward J. Schmuck, vice-president 
and gencral counsel of Acacia Mutual, 
discussing “Law and Equity in Fraud 
Cases,” said that in a case involving 4 
policy with the “insured’s lifetime” 
type of incontestible clause, the courts 
will not allow the insurers to proceed 
in equity unless there are extraneous, 
unusual cirdumstances. Such circum- 
stances are possibly the loss of evi- 
dence, the threat of multiplicity of 
suits, or adverse claims to the policy 
proceeds. 

In the case of a fraud situation in- 
volving a policy with a “fixed time” 
type of clause, the threat to the In- 
surer because the beneficiary may not 
(CONTINUED ON PAGE 28) 
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STEVENSON URGES: 





Utilize the Correct 
Potential Force of 
Combination Agents 


The combination companies “have 
reached a new plateau” in sales and 
service but there 
* is still a bigger job 
ahead and if this 
challenge is met 
“there can be no 
threat to our busi- 
ness that we can- 


not withstand,” 
said Eldon Stev- 
enson Jr., presi- 


dent of National 
Life & Accident, 
at the Combina- 
tion Companies 
‘Section luncheon 
during the Amer- 
j ican Life Conven- 
tion annual meeting at Chicago. 
“New policies will help,” he said, 
“but in addition to these new trends 
in merchandising, what we need most 
is to recognize the great potential rep- 
resented by the agency forces of the 
combination companies and to provide 
for them the kind of leadership that 
will equip and inspire them to the 
maximum kind of performance of 
which they are capable. 
“At this plateau we need to raise our 
sights and theirs into selling of level- 
premium life insurance, tailored to fit 
the needs of each individual belonging 
to this great middle class and lower 
income group. We need to place in force 
on their lives not only the kind of life 
insurance that they will appreciate 
now but the kind of life insurance of 
which there will be greater apprecia- 
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tion as the years go by. We have the 
good will of these people now. Let’s see 
that we continue to deserve it. I be- 
lieve the record shows the ‘full possi- 
bilities of the.effectiveness which our 
type of operation makes possible, and, 
working at full strength with a well 
selected highly trained and adequately 
compensated agency force, there can 
be no threat to our business that we 
cannot withstand. 

“Not so many years ago the platform 
of the Labor party in England included 
a plank concerning the nationalizing 
of insurance. When that party came 


into power, great fear existed that in- 
surance, like the railroads and mines, 
would be taken over and run by the 
government. At this juncture, the debit 
agents were the shock troops who went 
out and, through their policyholders 
aroused public opinion in Great Britain 
to the extent that the whole insurance 
industry was saved from nationaliza- 
tion. After the move had been de- 
feated, no less an authority than Win- 
ston Churchill paid tribute to these 
agents and he gave them sole credit 
for having prevented the nationaliza- 
tion of insurance in England. 





A trio at the annual meeting are, 
left to right, Victor B. Gerard, viee- 
president and treasurer of Common- 
wealth Life; P. K. Lutken, president 
of Lamar Life, and B. N. Woodson, 
American General Life president. — 








sickness. 


benefits. 








A MUTUAL 


The Selling Contract with 


Success 


contribution by agent. 





A sale for commission sake alone has no place in the Lifetime Security 
Franchise enjoyed by General American Life agents. Under the LSF program, 


each sale makes today’s efforts contribute toward a comfortable retirement. 


Instead of the usual 9-year renewal, commissions extend on through to 


provide life-time earnings ... plus retirement income without a penny of 


The Lifetime Security Franchise also opens management opportunity right 
in the successful agent’s home city through the multiple agency system. And 
LSF provides multiple-line selling with ordinary, group, and accident and 


Here is the career approach that brings lasting satisfaction through extra 
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Now. .- STANDARD INSURANCE COMPANY 


ANNOUNCES 


LIFE PREMIUMS GRADED 
BY POLICY AMOUNT 


APPLYING TO 
ALL LIFE AND ENDOWMENT CONTRACTS 


See these examples 


ee 
AGE 35 


Average Annual Payment per $1,000 (Based on 1956 Dividend Schedule) 























20 Year A 9 10 Year Average 
Policy | Special 20 Payment 20 Year 10 Payment 
Face Amount | Ordinary Life Life Endowment Life 

Under $2,500 _ $21.30 $32.64 $44.05 $61.18 
2,500— 4,999 20.80 32.14 43.55 60.68 
5,000— 9,999 19.80 31.14 42.55 59.68 
10,000 — 24,999 18.80 30.14 41.55 58.68 
25,000 & over 18.05 29.39 40.80 57.93 











INSURANCE 
COMPANY 
Home Serving the West since 1906 
Office 
Portland, 
Oregon A Western Company owned by its Policyowners 











Congratulations to the 


American Life Convention! 
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Chattanooga, Tennessee 


Interstate Life Building 
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Cal-Western President Suggests Friendly 
Rivalry Among Agencies as Sales Booster 


California-Western States . Life 
creates a. production-getting spirit of 
rivalry between its agencies by pro- 
viding each agency with a sponsor at 
the home office, Robert E. Murphy, 
president of Cal-Western, explained. to 
the Agency Section meeting of ALC in 
outlining his company’s novel plan of 
sales motivation. The home office spon- 
sor may be a stenographer, .a supply 
room clerk or a department supervisor 
whose only qualification for his honor- 
ary job is a lively interest in the af- 
fairs and success of the company. 

“These. sponsors keep-. extremely 
close watch on the production of their 
particular agency and throughout the 
year write challenging, interesting and 
often witty letters to their agents,” Mr. 
Murphy said. During the company’s 
two production contests each year, the 
sponsors generally pit agency against 
agency in the spirit of rivalry. Mr. 
Murphy told of an instance where a 
sponsor, on her own initiative, wrote 
a series of company letters to an 
agency man who had suffered a tragic 
loss. 

“The agent is convinced the com- 
pany has a human touch and he feels 
that he has a close link with the home 
office by having a friend in court who 
is vitally interested in him,” Mr. Mur- 
phy said. “It makes him feel important 
and he has the satisfaction of knowing 
‘Someone Up There Likes Him.’ The 
manager is enthusiastic about the 
idea because he can use the third par- 
ty influence to sell an idea he wants 
stressed in the agency. He feels a keen 
responsibility to the sponsor and sees 
to it that his agency doesn’t let her 
down.” 

Others who addressed the very prac- 
tical, but stimulating, Agency Section 
meeting were Chester O. Sullivan, 
president of Midland Mutual Life; O. 
Alfred Granum, Northwestern Mutual 
Life assistant director of agencies, and 
Sam E. Miles, vice-president and sec- 
retary of Provident Life & Accident, 
and Kar] Ljung, agency vice-president 
of Jefferson Standard Life. 

Mr. Ljung, who is chairman of the 
Agency Section, in his opening remarks 
emphasized that the agency section did 
not want to present any “high pow- 
ered untried theories” about agency 
operations and the sale of life insur- 
ance. The aim, he said, was to present 
procedures and practices that have 
paid off for others and should “pay off 
for all of us.” He pointed out that “per- 
haps we need to remind ourselves of 
the all important factor—the job is 
never completed.” 

Mr. Sullivan described his com- 
pany’s program aimed at creating a 
favorable climate for agency operation. 
First, he said, the agency force must be 
held in high regard by everyone in the 
company. In his second point Mr. Sulli- 


— 


van said the agency officers should be 
given an obtainable objective—one 
within reasonable reach. In his com. 
pany, he explained, the goal calls for 
15% of new business annually, based 
on insurance in force at the beginning 
of the year. 
' “However, quantity alone is not 
enough. The quality must measure up 
to certain agreed. standards,” Mr. Sul. 
livan said. 

Another point is the freedom of ac- 
tion which the agency officer enjoys, 
Mr. Sullivan said. “Most agency people 
like to run their own show,” he said, 
“This is particularly true in a general 
agency company. However, in order to 
enjoy freedom of decision-making, the 
agency officer must recognize the 
boundries within which he is free to 
operate. In our company these bound- 
aries are set by the agency committee, 


three of its seven members being 
agency department officers.” 
Mr. Granum declared that every 


“key agent wants at least two things 
out. of life—he wants security, and to 
an _ even greater extent, he wants rec- 
ognition of his own importance in the 
scheme of things. 

“You can help to give him security 
by teaching him and showing him that 
once he has learned to do a job prop- 
erly, he has greater security than 
perhaps you yourself. Certainly he has 
greater security than any ordinary 
employe. 

“Sometimes your new men—and 
most always their wives—are apt to 
feel that they are giving up security 
when they leave their regular job with 
a regular salary check and trade it 
for a variable commission income 
You can help to show them that in 
most cases the security of a salaried 
is but an illusion. True, the salary 
check is regular—while it lasts—but 
temporary regularity is not security. 
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“Actually, an employe on salary has 
far less security than the successful 
agent, because as an employe, a man 
might be discharged for causes and 
circumstances beyond his control. But 
as an agent,-he will always be in de 
mand, both by his own company an¢ 
by general agents and managers Oj 
hundreds of other companies wh 
might be seeking to ‘liberate’ him.” 

Mr. Miles, in his talk, explained tha’ 
an agent has got to know how muct 
money he wants for himself before he 
can be expected to sell other people ot 
their financial needs. He _ said _ the 
agents in his company are taught te 
work toward a definite amount of in- 
come, a concrete figure that he an 
his wife agree will take care of the 
standard of living that they want. 

“The figures are his not ours,” Mr. 
Miles said. “He works to meet his re- 
quirements, not ours.” 

























Lee N. Parker, 
admini stra- 


tive vice-presi- — 
dent of ALC, at 
left, is pictured 


with three com- 
pany executives at 
ALC annual _ in 
Chicago. They are, 
standing from left 
next to Mr. Park- 
er, Robert Henley, 
executive commit- 
tee chairman, Life 


of Virginia; H. D. Coley, president of Durham Life, and Howard S. Wilso 


president of Bankers Life of Nebraska. 
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$4 of Each $100 of 
Premiums Goes for 
Taxes, Says Guertin 


The total tax load imposed on life 
companies for 1956, exclusive of real 
estate taxes, will probably reach about 
$542 million, Alfred N. Guertin, actu- 
ary of American Life Convention, re- 
ported at the ALC annual meeting at 
the Edgewater Beach hotel, Chicago. 

This is an increase of nearly $45 mil- 
lion over the year before. 

State taxes incurred on 1956 premi- 
ums will probably reach about $220 
million and other state taxes payable 
during this year will probably add an- 
other $31 million to the total. Social 
security taxes payable will probably 
reach $27 million. The largest tax of all 
is the federal income tax which is ex- 
pected to total about $263 million. 
“This means that out of every $100 
to be collected in premiums from pol- 
icyholders in 1956, about $4 must be 
set aside for the tax collectors, federal 
and state,’ Mr. Guertin pointed out. 
The combination of all taxes is a 
serious burden on policyholders, he 
said, for the tax load at the company 
level is in fact a tax upon policyhold- 
ers and constitutes taxation of monies 
that in large measure have already 
been taxed to them before they are en- 
trusted to the life company. 

In discussing life insurance and oth- 
er savings institutions, Mr. Guertin re- 
marked that “Our own growth is ex- 
emplified by a steady 7% annual in- 
crease in assets,” an increase that has 
held at a steady 2.1% of disposable 
personal income for many years. 

Mr. Guertin said that at the end of 
1955, U.S. life companies and branches 
of Canadian companies in the U.S. had 
assets of almost $92 billion, with bus- 
iness in force of over $394 billion and 
that ALC members have 97.6% of the 
total. The ‘total of life insurance in 
force in the U.S. at the end of 1955, 
including territories and _ possessions, 
was $374,224,000,000 of which over 98% 
was in ALC companies. 

Mr. Guertin also reported that total 


























A&S premiums in the U.S. of all types 
of companies in 1955, excluding $1,- 
482,000,000 written by service organ- 
izations, were $2,877,000,000. Of this 
amount, $1,828,00,000 was written by 
ALC companies, or 63.5%. 
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Two ALC leaders at the annual 
meeting in Chicago are, T. A. Sick, at 
left, president of Security Mutual Life 
of Nebraska and past president of 
ALC, and Joseph M. Bryan, outgoing 
President of ALC, board chairman of 
Pilot Life and senior vice-president of 
Jefferson Standard Life. 


William P. Lynch 
Heads Combination 
Companies Section 


. William P. Lynch, 2nd vice-presi- 
dent of Prudential, was elected chair- 
man of the Combination Companies 
Section of American Life Convention 


‘at-the annual meeting at Chicago. His 
headquarters are at the Jacksonville, 
Fla., regional home office. Mr. Lynch 
succeeds David F. S. Johnson, vice- 
president of Interstate Life & Acci- 
dent. 

Succeeding Mr. Lynch as chairman 
of the section is Rufus E. Fort Jr., vice- 
president of National Life & Accident. 

The luncheon meeting of the section 
was addressed by Eldon Stevenson Jr., 
president of National Life & Accident. 
His talk is reported elsewhere in this 
issue. 


Quartet at ALC 
annual are, left 
to right, Norman 
T. Carson, agency 
vice-president of 
Security Mutual 
Life of Bingham- 
ton, N. Y.; Frank 
Purvis, vice-pres- 
ident and associate 
general counsel 
of Pan-American 


Life; F. M. Pierce, LIAMA managing director, 








and Kenneth D. Hamer, vice- 


president and agency director of Pan-American. 





“Why Am I Passing Up The Big Money Field?” 


There’s an unprecedented ‘gold rush’ going on 
in the health and accident field. And it’s boom. 
ing and growing year after year. 


If you’re not among the agents and agency own- 
ers who are getting the big money being earned 
— now is the time to do something about it. 


The Combined Group of Companies offer you 
an outstanding program that’s geared to produce 
profitable volume business for you — right off 
the bat! The Combined program gives you more 
to sell... better ways to sell ...a combination of 
accident, health, and hospitalization plans you'll 
be proud to sell! 


So why continue to pass up the big money? Find 
out how Combined, the ‘world’s second largest 
exclusive accident and health stock company’ 
can help you to real success. Mail the coupon 





now for the Combined story. We'll include with 
our reply the latest issue of our digest-size 
publication, “Success Unlimited”. 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American Insur- 
ance Co., Dallas; Hearthstone Insurance Co. of 
Massachusetts, Boston; First National Casualty 
Co., Wisconsin. 

r----------------. 


i 


l Combined Insurance Co. of America 
Dept. H, 5316 Sheridan Road, Chicago 40, Illinois 





| Gentlemen: Please rush me details on what the Combined 











| Program can do for me. ; 
| Name Occupation | 
I Address ; 
i City State. j 
Io ssc cca cal cao hs se el hea ama seca aime alana 
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Voecks Urges Insurers to Be Financially 
Independent of Government Help 


Walter G: Voecks, president of Lu- 
theran Mutual Life, in a talk before 
the ALC annual meeting at Chicago, 
briefly reviewed the unhappy econom- 
ic situation that led to the moratorium 
in 1933 as a basis for pointing up his 
suggestion that life companies make 


an effort to keep enough money on 
hand to cover every contingency. “To 
me,” he commented, “the low point of 
the depression was the day life insur- 
ance companies had to tell policy- 
holders that they couldn’t have their 
money. I don’t want to dramatize this 
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to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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ACCIDENT AND SICKNESS SALES EXECUTIVE 


Young, aggressive, financially solid Company offers lifetime opportunity for future to 
top grade hard hitting Accident and Sickness Sales Executive. Must be experienced in 
actual selling in field, capable of training, recruiting and supervising salesman in ten 
sfates. Age between 30 and 45. Write giving experience background and personal photo. 
Your inquiry will be treated in strict confidence. Address Box P-84, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








4, Ill 


HOME OFFICE LIFE AGENCY ASSISTANT 


To assist Vice President in establishing Life Agencies. Growing Eastern Company. 
Exceptional opportunity for experienced man. Must be capable correspondent 
and familiar with Agency sales problems. Some travel occasionally. Salary open. 
Write Box P-87, c/o The National Underwriter Co., 175 W. Jackson Blvd., Chicago 








WANTED 

LIFE INSURANCE 

TOP EXECUTIVE 
To head going company in a South- 
ern state. Must be thoroughly quali- 
fied in selling, as well as Home Office 
experience. 
Send complete resume of experience. 
Box P-88, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 
All Replies Will be Held Confiden- 
tial. 


HOME OFFICE 
UNDERWRITER 
Exceptional Opportunity 


Progressive company writing approximately 
35 million ordinary annually needs capable 
male underwriter, age 35 or under. Excel- 
lent opportunity for early advancement to 
position of chief underwriter. Salary open. 
Write in detail to Dean L. Smith, Vice 
President, Security Benefit Life Insurance 
Company, 700 Harrison Street, Topeka, 
Kansas. 














GROUP UNDERWRITER 


We must have a man 25 to 35 years of 
age experienced and qualified to take com- 
plete charge of group underwriting, life 
and accident and health coverages, in a 
company that entered the group business 
2!/2 years ago and has a fast growing 
volume of business. The responsibilities 
would include supervision of new under- 
writing, renewal underwriting, policy issue, 
promulgation of rates and preparation of 
proposals, 


Excellent opportunity for qualified person 
with progressive and rapidly expanding 50 
year old life insurance company located 
in a medium size mid-western town. Salary 
open. Address Box P-54, c/c The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Iil. 


INTERESTED IN MICHIGAN? 


General Agency opportunities in various 
centers. Our contract is well worth asking 
about. Complete line at competitive rates 
with full underwriting facilities. Established 
1897. Reply to The Northern Life Assurance 
Company, Northern Life Bldg., London, 


Ontario. 








A&S SALES DIRECTOR 


UNLIMITED OPPORTUNITIES for an A&S sales 
executive to plan and direct all phases of A&S 
business for North Central combination com- 
pany. Write complete details. Interview will 
be arranged. Box No. P-64, c/o The National 
— Co., 175 W. Jackson Blvd., Chicago 

















ACTUARIAL 
STUDENTS WANTED 


Actuarial Students to join actuarial staff of a 
large, thriving, mid-west Life, Group, and Indi- 
vidual Accident and Sickness Company with 
wide-open opportunities. Liberal salary scale 
and welfare benefit program. Study time 
granted. Students studying for some part of 
associateship examinations preferred. Write Box 
P-76, c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill., stating qualifica- 
tions and experience. 





BROKERAGE OPPORTUNITIES 


Openi for M gers independent brokerage 
office—San Francisco, New Orleans—Chicago— 
Baltimore—Denver. Also, Department Assistant 
at Home Office. Major Life Company selling 
Life, Group, A&S. Competitive merchandise, un- 
derwriting, commissions. Write Box P-70, c/o 
The National Underwriting Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 

















AVAILABLE 


Experienced Group Man available immediately, 
present employer closing field offices. Ten years 


S Field Managerial or 
Administrative position. Age 40, college grad., 
married. Will relocate. Address Box P-82, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





because I realize the problem is not 
simple. Most of the assets of a life 
insurance company represent call 
money, payable on demand. We can’t 
possibly keep sufficient cash on hand 
and remain liquid enough to cover 
every contingency. However, I do feel 


J. P. Swift Elected 


Legal Section Head; 


Porter Is Secretary 


James P. Swift, vice-president and 


that we should make an effort in that general counsel of Southwestern Life, 


direction.” 

Mr. Voecks referred to a conversa- 
tion he had with several insurance 
executives whose companies had been 
borrowing money for investment pur- 
poses and considered it the proper 
thing to do. Asked what they would do 
in the event of an economic turndown 
and a heavy demand for cash, they 
answered that the government would 
declare a moratorium. 

“Somehow I can’t reconcile myself 
to the fact that in our business we de- 
cry government interferrence, subsi- 
dies, supports, etc., and yet some are 
not only ready but actually planning 
to run to the government for help. 
Surely that is a high price to pay for 
the net interest return on those bor- 
rowed funds,” Mr. Voecks said. 

“You know that men high in govern- 
ment circles have cast avaricious eyes 
on the life insurance business for many 
years. We can’t ask for help in one in- 
stance and tell them to stop meddling 
in others. If we rely on federal aid, 
and if we falter in times of stress, will 
we be given another chance?” 

Mr. Voecks assured the American 
Life Convention that he was not a 
prophet of doom. “While I repeat that 
we dare not forget the lessons of the 
past,” he added, “I also want to em- 
phasize that we have a terrific record 
of achievement and one of whom we 
can be very proud. We can face the 
future confidently and unafraid. 

“The record proves that we are 
yearly providing more and more fam- 
ily protection. In addition, new fields 
and opportunities are being developed 
constantly which were unheard of a 
quarter of a century ago. We are train- 
ing our agents to render more and 
better service to the insuring public. 
We think and speak in terms of estate 
planning, pension trusts, tax problems 
and myriad other avenues of service. 
This is as it should and must be in 
our changing economy.” 





Grant L. Hill (left) vice-president 
and director of agencies of Northwest- 
ern Mutual Life, new chairman of the 
Agency Section of American Life Con- 
vention, receives the congratulations of 
the outgoing chairman, Karl Ljung, 
vice-president in charge of agency op- 
erations of Jefferson Standard Life. 





WANTED 


Illinois and Colorado are available on an at- 
tractive basis to experienced credit life and 
disability men. The company will place 40 years 
of history and full cooperation behind men who 
can produce. Such men will not want a salary 
but may require temporary financing. Our men 
know of this ad and inquiries will be strictly 
confidential. Address Box P-77, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Wl. 











was elected chairman of the Legal 





James P. Swift (left), vice-presi- 
dent and general counsel of South. 
western Life, new chairman of the 
Legal Section of American Life Con- 
vention, is congratulated by his prede- 
cessor, Clarence L. Peterson, vice- 
president of Union Central Life. 


Section of American Life Convention 
at the annual meeting of ALC at Chi- 
cago. 

Mr. Swift, who has been secretary 
for the past year, succeeds Clarence L, 
Peterson, vice-president of Union Cen- 
tral Life. 

The new secretary is Dudley Porter 
Jr., general counsel of Provident Life 
& Accident. 

The Legal Section met Monday 
afternoon and all day Tuesday, the 
luncheon speaker Tuesday being Low- 
ell T. Mason, former Federal Trade 
Commission commissioner. His talk is 
reported elsewhere in this issue, as are 
the talks made at other sessions of the 
Legal Section. 


Grant Hill H eads 
Agency Section; 
McSpadden on Deck 


Grant L. Hill, vice-president and di- 
rector of agencies of Northwestern 
Mutual Life, was elected chairman of 
the Agency Section of American Life 
Convention at the annual meeting this 
week in Chicago. He has been secre- 
tions of Jefferson Standard Life. 

The new secretary is Jack D. Mc- 
Spadden, vice-president of Liberty 
National Life of Birmingham, Ala. 

The section held a_ well-attended 
meeting in the main ballroom of the 
Edgewater Beach hotel. The talks are 
summarized elsewhere in this issue. 





Photographed during a social hout 
at the ALC meeting are, left to right, 
President W. E. Bixby of Kansas City 
Life, a past president of ALC; John 
Ward, assistant vice-president 
North American Re, and Webster At- 
well, vice-president and general coul- 
sel: of Great National Life. 
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A foursome of 
company officials 
at ALC meeting, 
are, left to right, 
F. V. Keesling Jr., 
1st vice-president 
and general coun- 
sel of West Coast 
Life; T. R. Walsh, 
legal officer for 
Canada Life; L. F. 
Lee, president of 
Occidental Life of 
North Carolina 
and past president 
of ALC, and J. H. 





Daggett, board chairman of Old Line Life of Milwaukee. 





Taylor Tells ALC 
Why He Opposes 
Variable Annuities 


In addressing a General Session of 
the ALC annual meeting at Chicago 
Commissioner Taylor of Oregon said 
he couldn’t pass up the opportunity to 
voice his opposition to the variable an- 
nuity. He emphasized however that 
he was speaking for himself as com- 
missioner of Oregon and not as presi- 
dent of National Assn. of Insurance 
Commissioners. 

“The aims of those favoring variable 
annuities cannot be questioned as they 
are honorable men, but not all who 
would be permitted to engage in this 
type of undertaking will at all times 
be of equal integrity,” Mr. Taylor 
warned. “The possible pitfalls of un- 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
AND CIRCULATION REQUIRED BY THE ACT OF 
CONGRESS OF AUGUS [IE Y 
THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
(Title 39. United ‘States Code, Section 233) of The 
National Underwriter Life Insurance Edition, pub- 
lished weekly, at Chicago, Ill., for Ort. 1, 1956. 

1. The names and addresses of the publisher, editor, 
managing editor, and business manager are: 

Publisher, The National Underwriter Co., Chicago, Ill. 

Editor, R. B. Mitchell, Ridgewood, N. J. 

Managing Editor, None. 

Business Manager, R. J. O’Brien. Chicago, Ill. 

2. The owner is: (if owned by a corporation, its 
name and address must be stated and also immediate- 
ly thereunder the names and addresses of stockholders 
owning or holding 1 percent or more of total amount 
of stock. If not owned by a corporation, the names 
and addresses of the individual owners must be 
given. If owned by a partnership or other unincorpo- 
tated firm, its name and address, as well as that of 
each individual member, must be given.) 

The National Underwriter Co., Chicago, New York, 
Cincinnati; John Z. Herschede and Elizabeth W. Her- 
Ohio; Levering Cart- 
. Cartwright and Kathryn 





3. The known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or more 
of total amount of bonds, mortgages or other securi- 
ties are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases where the 
Stockholder or security holder appears upon the books 


A ié The average number of copies of each issue of 
is publication sold or distributed, through the mails 
or otherwise, to paid subscribers during the 12 months 
preceding the date shown above was: (This informa- 
t ae is required from daily, weekly, semiweekly, and 
weekly newspapers only.) 7,874. 
R. J. O’Brien. 


Sworn to and subscri 
September. As ribed before me this 27th day of 


Seal) H. E. LISTUG. 
My commission expires Aug. 18, 1957. 


Among the large 
turnout at the 
ALC meeting are, 
left to right, R. O. 
A. Hunter, secre- 
tary of Great- 
West Life; Betty 
Bed of the ALC 
staff; Mrs. Otto 
Elder, vice-presi- 
dent of American 
Service Bureau, 
and Lillian Wille, 
ALC assistant 
treasurer. 





John W. Graham, general counsel of 
Imperial Life of Canada, is photo- 
graphed at ALC meeting with Marcelle 
Pfaender of the ALC staff. 


due concentration of economic power, 
the manipulation of equity interests, 
and the involvement of insurance 
funds and speculative operations are 
too numerous and too apparent to 
warrant exposing the good name of 
life insurance to possible scandal. The 
main safeguards as recommended by 
the NAIC sub-committee to study var- 
iable annuities would not eliminate 
many of the inherent pitfalls, even 
though.such contracts were written in 
a separate exclusive company, if such 
a company were to be known and rec- 
ognized as a life company. 

@ e e 

“If the people wish to play the stock 
market,” Mr. Taylor said, “then let 
them seek means outside the structure 
of life insurance to accomplish their 
desires. If the insurance executives 
wish to try their hand in the stock 
market with other people’s money, let 
them also seek means outside the 
structure of life insurance to fulfill 
their desires.”’ 

Mr. Taylor also sounded a warning 
against the encroachment of federal 
control of the insurance industry. He 
said that if the recent opinion of the 
federal trade commission in its case 
against American Hospital & Life is 
upheld by the ‘courts it will revolu- 
tionize governmental regulation of in- 
surance business and will subject 
“your companies to regulation by fed- 
eral government as well as by state 
government.” 

Mr. Taylor congratulated ALC as a 
stalwart in the defense of state regu- 


lation and reminded the hundreds of 
life company executives who heard his 
talk that the life business has done 
“an outstanding job of self-policing 
and public relations.” The other seg- 
ments of the insurance business need 
the helping hand of the life people to 
guide them along this same path, he 


said. “The life insurance industry can- 
not withhold this assistance nor do I 
think that they wish to hold it because 
in the final analysis to the people in- 
surance is insurance be if life, A&H, 
fire or casualty, and it falls in their 
minds that what is applied should be 
applied to all.” 











HITS THE BULL’S-EYE 


@ career Compensation Plan 


A 2-year plan—liberal to both agent and general agent. 


@ Production Incentive Agreement 
A contract for prospective agent unexcelled by leading companies. 


©Training Allowance 


A substantial amount paid to general agents for recruiting and training. 


IN 


BUILDING A SUCCESSFUL AGENCY 






PLUS TH ESE ADVANTAGES —— Success-proven training courses @ Prograin- 
ming schools @ Business and tax seminars @ Lifetime service fees @ Special College 
Senior Plan @ Check-O-Matic and Premium Deposit Plans @ Complete line, low cost Life, 
Accident, Sickness, Hospitalization, and Major Medical Policies. 


Watrer H. Huent, President Arnovp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Fia., Ill., Ind., lowa, Mich., Minn., Mo., N.D., Ohio, $.D., Texas, Wis. 
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CAROLINA LIFE INSURANCE COMPANY 


“Progressively Serving a Progressive Section” 


Financially Strong—Healthy Growth—Sound Expansion 


“It Is Better to Have It and Not Need It, than to 
Need It and Not Have It” 
Carolina Life Insurance Company 
Robert L. Avinger, President 


Home Office: Columbia, South Carolina 


“‘\ 

















Write in confidence to: 
A. G. Schmedeman, 
Agency Vice President 


Thal 


Insurance Company 
MADISON, WISCONSIN 


NATIONAL GUARDIAN FRONTIERS 
AGAIN MOVE OUTWARD, CREATING 
AGENCY OPPORTUNITIES IN 
INDIANA, IOWA & SOUTH DAKOTA 


for particulars about YOUR new Agency. 





















28 A.L.C. ANNUAL MEETING 





October 12, 1956 





Tight Money Has Bright Side for Insured 


(CONTINUED FROM PAGE 


21) 





is at least temporarily relieved. Most 
authorities, I believe, will agree that 
the extensive building of plants over 
too short a period has serious infla- 
tionary aspects,” Mr. Bryan said. 

“The postponement of plant expan- 
sion is bound to give a very strong in- 
fluence on long-term money rates. It 
will provide a counterbalance against 
any violent downswing after too rapid 
a rise and should establish a strong 
sustained and continuing demand for 
capital. At the same time it will be 
there as a sustaining force operating 
on the upside should demand for funds 
falter in other areas.” 

Turning to mortgages, Mr. Bryan ex- 
pressed the opinion that legislative or 
administrative action might encourage 
the flow of funds into the mortgage 
field. He pointed out that the demand 
for easy money in this area is always 
great, but that yielding to such a de- 
mand can also have an inflationary ef- 
fect. 

“We have seen it in the rapid rise in 
the cost of homes, particularly at the 


medium price and low cost levels,” Mr. 
Bryafi said. “Again, whether a veteran 
is better off with a high-priced home 
with a large mortgage at a_low inter- 
est rate or a reasonably priced home 
with a reasonably sized mortgage at a 
high interest rate is a question that 
has been debated steadily over the last 
12 years and undoubtedly wll be de- 
bated every time we have proposals for 
housing legislation. 

“The demand for housing in this 
country does seem insatiable. Not only 
do we have to build up to our newly 
increased rate of family formation, but 
we still have the void of World War II 
building to fill as well as that of the 
middle ’30s. 

“How long it will take us to catch up 
has been estimated between widely 
varying limits. If costs can be kept 
commensurate with the wage and price 
level the period may still be a long one. 
Certainly there is need for additional 
housing. There is still need for rebuild- 
ing of selected areas. Life insurance 
companies are the traditional financers 
of such properties. A sensible interest 








The Protecting 


The Protecting Hand is a dramatic new symbol of the 
role Woodmen Accident and Life Company plays in support- 
ing the family circle. A 200-ton sculpture of The Protecting 
Hand graces our new home office building—emblematic of 
our trust and of the security the public can achieve through 
personal insurance with Woodmen Accident and Life. 


Woodmen offers rewarding opportunities for men who 
seek success in personal insurance. For complete informa- 
tion, write L. J. Melby, agency vice president. 


E. J. Faulkner, President 


Woodmen Accident 
and Life Company 


Lincoln, Nebraska 


A MUTUAL LEGAL RESERVE COMPANY * ESTABLISHED 1890 
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return, even in these days of scarce 
money, would undoubtedly tap a 
stream of mortgage funds of substan- 
tial proportion to finance such proj- 
ects.” 

Touching on social security and oth- 
er forms of protection furnished by 
government, Mr. Bryan said that “our 
business has become accustomed to the 
existence of this vast system operating 
side by side with us in the area of per- 
sonal protection.” 

“We are constantly on the alert,” he 
said, “against encroachments upon our 
business through the growth of these 
systems. We believe in individual in- 
itiative and voluntary action in this 
field. That is the way we would have 
it. However, these plans are with us. 
There are no proposals for their abol- 
ishment and we as business men have 
learned to conduct our businesses with 
full cognizance of their impact upon 
the people whom we recognize as pol- 
icyholders.”’ 

Paying tribute to the life agent and 
the continuing need to make the sell- 
ing of insurance attractive to him, Mr. 
Bryan said: “Regardless of the care- 
fully whittled-down price at which the 
American public is able to buy life 
insurance benefits, we must, never- 
theless, devote a substantial part of 
our energies to making sure that the 
people who represent us are not only 
provided with modern tools, but that 
in turn the reward for their proper use 
by the life underwriter is not only ade- 
quate but attractive.” 





Many Aviation Clauses Not 
Holding up in Court 


(CONTINUED FROM PAGE 22) 
start the action at law before the ex- 
piration of the period fixed in the in- 
contestable clause, is in itself deemed 
an unusual circumstance and in this 
type of case equity jurisdiction is uni- 
formly assumed. However, Mr. 
Schmuck pointed out there is an in- 
creasing tendency to suspend the trial 
of the equity case, even in this second 
type of situation when the beneficiary 
actually brings a suit at law before the 
expiry of the incontestable period. 
There is a growing tendency on the 
part of the court, he said, to relegate 
the trial of fraud cases to actions at 
law for decision by jury, rather than a 
court sitting in equity. 

Eugene J. Conroy, general solicitor 
of Prudential, said that any doubts on 
the tax status of split-dollar plans was 
cleared up last December by a ruling of 
the internal revenue commissioner, but 
warned that continuation of this favor- 
able treatment rests with the commis- 
sioner, and “it would seem presumptu- 
ous to predict that the ruling may be 
relied on for all cases and for all time.” 





John Lloyd Elected 
President of ALC 


(CONTINUED FROM PAGE 21) 
reported in a separate article, as are 
those of Claris Adams, executive vice- 
president of ALC, and Commissioner 
Taylor of Oregon, president of the Na- 
tional Assn. of Insurance Commission- 
ers. 

Lester O. Schriver, managing direc- 
tor, brought greetings from National 
Assn. of Life Underwriters. He em- 
phasized the role that NALU has had 
in the upgrading of field forces. 

“There are some areas where we are 
better prepared to function than any 
other organization in the business and 
we have long since learned that the 
industry will prosper and be served 
best if we cooperate fully, each seg- 
ment serving to its capacity in the 


KASTNER TELLS ALC: 


1957 Legislative 
Season Could Be 
Toughest in Years 


The coming legislative year could 
very easily be more hectic and difficult 
than any in recent 
years, said Ralph 
H. Kastner, gen- 
eral counsel _ of 
American Life 
Convention in his 
report at the 
meeting of the 
Legal Section dur- 
ing the ALC an- 
nual meeting in 
Chicago this week. 

“It will be sur- 

rising if we are 
oe 8 confronted | Ralph H. Kastner 
with a wide variety of legislative pro- 
posals under which we will be chaf- 
ing,” he said. “Nearly every state in- 
sists on more revenue for various and 
sundry operations, plus expanded 
functions in many directions.” 

The year 1956 can probably be clas- 
sified as a “reasonably mild” legisla- 
tive year,’ although there has _ been 
much vigorous infighting in some are- 
nas, according to Mr. Kastner. 

“The outcome of our fall elections, 
both national and state, may bring 
many surprises, although we would 
hope that conservatism would pre- 
vail,” Mr. Kastner added. “However, 
living in an evolutional economy, the 
cycle of uncertainty will doubtless con- 
tinue and expand as we get into legis- 
lative sessions scheduled for Congress 
and all states but three—Kentucky, 
Mississippi and Virginia—in 1957.” 
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particular area for which it was de- 
signed,” he said. 

Final speaker of the morning was 
D. W. Ambridge, president and gen- 
eral manager of Abitibi Power & Paper 
Co. of Toronto. 

At the business session that after- 
noon the new officers were elected. 
Alfred N. Guertin, actuary of ALC, 
gave his report and Lee N. Parker, ad- 
ministrative vice-president of ALC 
and president of American Service Bu- 
reau, reported on the activities of the 
bureau. 

There followed a cocktail party giv- 
en by the management of the Edge- 
water Beach hotel, where the ALC 
traditionally holds its Chicago meet- 
ings. 

The Thursday general session had 
on its program Henry S. Beers, presi- 
dent of Aetna Life; Edward R. Mur- 
row, news reporter and analyst of the 
Columbia Broadcasting System; Ro- 
bert E. Wilson, chairman of Standard 
Oil of Indiana; Marriner S. Eccles, 
chairman of First Security Corp. of 
Salt Lake City; Walter G. Voecks, 
president of Lutheran Mutual Life, and 
Lucius D. Clay, chairman of Contin- 
ental Can Co., New York City. 

Scheduled for the evening was the 
annual dinner dance and entertain- 
ment. 

Preceding the general sessions were 
the meetings of the Legal Section and 
the Agency Section. Their activities 
are reported elsewhere in this issue, as 
are those of, the Combination Compa- 
nies Section, which held its luncheon 
meeting Wednesday between _ the 
morning and afternoon general ses- 
sions of ALC. ; 

The annual meeting of ALC will 
conclude with the program to be pre-" 
sented Friday by the Financial Section, 
chairman of which is Henry H. Edmis- 
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ner $10 bills 


Ss and | for $1 


Ever try to convince someone that you would sell 
woul him a genuine $10 bill for $1? Some psychologists 
vever, have—and they discovered it’s no easy job. The 
same is often true of selling insurance. Every under- 
keg ; writer knows the real value to the prospect of his 
ucky, product ...and knows, too, that many a man who 
should buy won't! 








Which brings us to our point—that the successful 
was ‘ e e ae . 

; life underwriter is not a man who is in the business 
eal . — on ; because it’s easy. He is a man who knows his job 
ifter- : ph Aariearpeaege’ \ and /ikes what he is doing .. . who enjoys a feeling 
cted. Stands The H ; : ‘ , : ’ 
ALC, Penn MUTUAL of pride and satisfaction in knowing that he is of 

i real service to both the individual and the commu- 

nity. Penn Mutual underwriters are like that. Their 
success—and the substantial financial rewards that 

my go with success—follow from this fact. In turn, the 


success of this Company is founded upon it. 













ain- THE PENN MUTUAL LIFE INSURANCE COMPANY * INDEPENDENCE SQUARE, PHILADELPHIA, PA. 
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“Say, Chief — Johnson here has worked out 
an interesting little accident-and-sickness sales promotion gimmick” 


We're joking, of course. Provident Mutual believes for, need for and reward for creativity on the part 
that a gadget is good only as far as it makes sense of the career life insurance agent. 

and helps make sales. But the basic point is un- Provident Mutual agents are trained to sell 
arguable: that within the limitations set by good creatively. 


taste and sound insurance practice, there is room 


Provident Mutual 


Life Insurance Company.of Philadelphia 





